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BROOKLYN Steps Out 
— [nto K ALL 


week a jewel box of fashion in footwear to reveal, 
four months before fall season’s selling, those 
secrets of style that might guide merchants to profitable 
months ahead. 
Here are summarized those highlights of fashion that 
it can be said will 
leap over the 
summer season 
into fall salabili- 
ty. < 
Twenty - eight 
numbers out of 


By vreok a jem and Greater New York opened up this 


= ek oe 


with dozens of key buyers, indicates that there is less 
interest in all-over snakes and more in snake as a trim- 
ming, overlay, strap and punctuation to the shoe. 

The second showing on Monday—afternoon shoes— 
was thirty-two pairs of blue shoes to a runway of forty. 
The over-emphasis on blue was accounted for by the 

present interest 
in that color, 
which may be ex- 
pected to carry 
through into the 
snow season. In 


—_ the opinions of 
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forty on the run- ‘Ry > XS a CAAA 
way in the first 
showing on Mon- 
day afternoon 
were suédes, 
brown outstand- 
ing, snake and 
reptile trimmed. 
This indicates a 
general use of a 
new material in 
fashionable foot- 
wear. The shoe 
industry became 
snake-style con- 
scious less than a 
year ago. Today 
it wonders 
whether every 
woman’s shoe 
needs a touch of 
snake for style 
accent. General 
opinion, verified 
by interviews 


PS Ae 


many buyers, blue 
now becomes a 
standard color in 
feminine foot- 
wear to be con- 
sidered always as 
a factor of dis- 
tinctive style. 
The third 
showing was very 
strongly inclined 
toward suédes, 
with the deep 
brown and choco- 
late tonings lead- 
ing and lighten- 
ing up to russets. 
One wine suéde 
was a note far in 
advance, because 
furriers are now 
dyeing fall furs 
in deep wine 
shades. This 
showing was also 
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Conspicuous 
the runway and show 
room shoes were o.x- 


fords and 








among 


closed-up 


types, of which these 


are typical. 


a solid leather heel. 





oxford of python and lizard with brown kid trim. 
Right, top, is a black lizard oxford with red 
underlay in piping effect and below it is a brown 
suede oxford with pearl-lustre brown kid trim 


At the left, top, is a two-strap effect 
in brown kid, trimmed with lizard and carrying 
Below it is a new pattern 
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conspicuous by the fact that not one shoe on the run- 
way was minus its trimmings. The one-color and one- 
material shoe was out of the picture even in pumps. 
The trimming now becomes of supreme importance in 
the styling of shoes. 

The next showing was of evening shoes. The new 
note was the use of bullion brocades and woven silk and 
gold thread fabrics of the brocade family in combina- 
tion with gold and silver kid. When high colored 
dresses are worn the best style thought is to dye the 
satin slipper to match or to be two shades deeper in 
tone. This is most important for the trade to know, 
because satins tinted in the store will become very im- 
portant in fall evening and dance footwear. The ab- 
sence of leather in evening footwear except in luster 
leathers was conspicuous. Velvet vamps with silver or 
gold kid quarters in high colors, and some with petit 
point embroidery on the vamps, were in high style. 
Metal embroideries on satin and velvet were conspicu- 
ously noticeable in several instances. 

The entrance of expensive materials, snakes of high 
cost, special stamped materials, and everything that 
goes into the increased cost of shoe production indi- 
cates that the price of high style footwear is trending 
upward. The use of these high cost materials brings 
a new strategy into shoe selling, for a shoe selling at 
ten dollars and up, made of original materials, looks its 
price. Similar style shoes, six dollars and under, made 
up in imitation materials, give a sharply defined gap 
between the class and the mass trade. 

As Brooklyn is a great center for the production of 
evening shoes, the luxury of footwear was a natural 
showing at this time. The evening gowns as shown had 
somewhat the trend of fall, but buyers who were pres- 
ent should take this caution for what it is worth in 





The Brooklyn show was in complete 
accord with the styles program of the 
shoe and leather industries, and it was 
interesting to note the practical indorse- 
ment one month after the styles con- 
ference of every major item of the 
official report. It was positively en- 
couraging to note the new enthusiasm 
for morning wear footwear and the de- 
velopment of Cuban and Baby Spanish 
heel types. 
Gordon McNeil, Chairman, 

N. S. R. A. Styles Committee. 
























their communities—instead of so many sheer silks, nets 
and transparent fabrics, the fall evening clothes will 
show more transparent velvets, novelty velvets in 
pressed effects and printed high colors, and deeper 
colors generally, with some metallic weave dresses. 
There should be a change between summer types of 
evening footwear and winter types. The dyed slipper 
is a very strong number for summer dress wear to 
match the tone of the dress. We would recommend for 
fall the idea of two shades darker in dyed slippers and 
a marked difference in the brocades. At the Hotel Com- 
modore alone a dancing census taken by the manage- 
ment indicated a million people on the dance floor per 
year—the proportion is increasing not only in New 
York but the country over, and the dancing season is 
Jan. 1 to Dec. 31 inclusive. 

The same medley of patterns continues. Every pat- 
tern seems to be in good style—every material seems to 
have a place, but the trick is to get the proper trim- 
ming. It isn’t a matter so much of combination of 
large areas of different materials as it is in picking out 
a good base material and overlaying the proper trim- 
ming. A trimmed shoe season increases the salability 
of shoes, but it also increases the style hazard. If the 
entire country goes trimming crazy, the thing to watch 
now is plain shoes. A look at the combined samples of 
all the showings in New York this week is to see foot- 
wear fashion stretching from the sublime to the 
ridiculous. Of paramount importance is the careful 
selection with a real thought as to the place of the shoe 
in the current mode. 

In walking shoes the new development is the baby 
Spanish heel and the modified baby Louis. One model 
on the runway “stole” the entire show by appearing in 
a smartly tailored costume with a fox fur and wearing 







Trimmed shoes stimulate business. 
We are coming into one of the 1 
interesting fall seasons in the expo 
ence of fashionable footwear, becaus 
the shoe must fit into the costume | 
ture or it is of no value at all. Su 
are assured sellers but should not 
pushed too early at retail. Study 
timeliness of every shoe you buy. 
Morris Welock, Chicago. 
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Strapped 
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models 


for street and aft- 

ernoon wear were 

in high favor on 

the runway. At 
the left, top, is a center buckle strap model with 
walking heel, developed in brown kid and brown 
lizard. Below it is a more formal type of shoe 


of gold star dust leather. 


At the right the mod- 


ernistic influence asserts itself in both shoes. At 
the top is brown kid and lizard combination and 
below is a combination of patent and white snake 





the simple two-eyelet oxford, blue suéde and kid, piped 
with gold. The girl revealed that new style in smart 
society of the athletic girl, wearing what is known as 
the “trotteur” costume. This necessitates a fine study 
of line and absolute perfection of the trimness of the 
hat, suit, gloves and footwear. There is a place for 
high line oxfords in calfskin in this new development 
of the walking costume. 

Woman changes her mood and her costume for after- 
noon and bridge. She dresses 4 la feminine, and the 
shoe must be one that intrigues the eye. Here is the 
place for soft kids and a beautiful selection of fabrics, 
velvets, moirés and satins. Ornamentation is very im- 
portant, but it must be delicate. There is not so much 
interest in the big buckle that filled up the front of the 
foot, for the new design is in little colorful ornaments 
with the case of the jewel of real importance. When a 
cut steel buckle will now have an enamel underlay and 
all cloisonné effects have a shoe interest, then the deco- 
ration of shoes becomes more important. 

Patent leather is of particular importance to fall be- 
cause of the use of pipings in gold and silver even for 
daytime wear. The little effect of outlining the edges 
of foxings, and the heel seat, gives a smartness to 
patent leather that puts it into the high style class. 

Asymetric (lop-sided) patterns will be the most un- 
usual style feature for fall. The reason for making one 
side of the shoe different from the other comes from 
the theme of garmentry where the side drape and off- 
side styling is smart and original. To get this lop-sided 
effect, extreme care is needed in the combination of 
colors and materials and placing the adjustment or 
method of fastening at that part of the foot that will 
give proper stress and strain in walking. It is ex- 
tremely important in experimenting with lop-sided 


Keep your sense of proportion in foot- 
wear selection. Remember that at least 
50 per cent of your fall demand will be 
upon black shoes—starting with that 
fixed demand divide the rest of your 
stock into divisions of color, suedes, 
kids, calfs and novelty trims on black 
style footwear. Remember we have new 
materials unknown to footwear a year 
ago—play them carefully. 

H. C. McLaughlin, Cincinnati. 
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effects that freak straps should be made adjustable and 
practical. Also important is the center front drapery, 
which calls for the airy straps with a center buckle. 

The most definite motif in the design of the shoe is 
the emphasis of quarter ornamentation. Vamps and 
tips are mostly plain and the quarters carry vertical 
lines and new ideas of modernistic art in overlays and 
pipings, and all practical cut-outs are narrow in diame- 
ter. The majority of the new style shoes are collared 
either with narrow, plain or wide perforated or fancy 
pipings. The age of decoration in footwear is here, but 
it is also a very dangerous period because the line of 
the shoe is of extreme importance in good taste. Open- 
shank shoes have adjusted themselves to winter wear 
by closing up the sides with fancy pipings and - ross 
straps to still retain the open look but at the same time 
to make a very practical fall shoe. 


A Feminine Viewpoint 
Fitting the Styles Into Fall Fashions 


By MADAM HAMILTON JEFFRIES 


ITH a jewel box setting the curtain being of five 

panels of overtraced silver effect and precious 

stones insets, and a clever floor arrangement, in- 
cluding a flower bank runway, the Brooklyn merchants 
display their new shoe creations. 

The Walking Shoe exhibition in the afternoon was 
presented by some forty youthful models who strutted 
to the marked rhythm of a very able orchestra. 

After a prologue of singers from the current New 
York shows came the footwear fashions. 


Women no longer buy shoes as shoes 
—each pair is considered in relation 
to the costume, as an important ac- 
cessory, furnishing a desired color 
note to accent the frock. This ts true 
of both the class and the mass trade. 
To be successful today demand that 
the merchant in turn know more than 
shoes alone. 

David S. Hirschler, Richmond, Va. 
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pearl-lustre trim. 
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An auxiliary ver- 
tical side _ strap 
makes a new pat- 
tern as shown in 
the two shoes at the 

left. The top one is patent with a lizard trim and 
the bottom one is also of patent but with a beige 
Python and brown kid are 
used in good combination in the shoe at the top, 
right, while below it is a clever use of gun-metal 
kid to decorate a black satin T strap shoe 
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Suedes and reptiles outnumbered all other showing, 
but we always bear in mind that for runway purposes 
the shoe is sometimes built up with a possibility of 
pulling down when styling a line. 

The patterns were very cleverly detailed and showed 
more artistry in handling than heretofore. The shoe 
termed “Walking” could have easily been an afternoon 
shoe, and correctly so with just a change of the heel. 
In many instances even this would not be necessary. 
It was a bit difficult to visualize this presentation as 
shoes for fall, as shoes are so important in the en- 
semble, but the clothing was not of the fall period. 

Probably the heel treatment and the quarter line 
caught the new trend and thought more markedly than 
just patterns. Sharp contours of the lower heel were 
very pleasing, and few instances the modified Louis 
heel showed the possibility of a tremendous vogue 
when treated as it was on the runway. The using of 
Topaz and Bronze tones was smartly detailed and the 
shoes and patterns seemed particularly adapted for the 
combinations of leathers. These leathers will be very 
valuable in styling afternoon shoes with a combination 
of the green golds for accents. Also because of their 
complimentary value to the new fall tones of the rough 
woolens. Had any of these new Rodier cloths, with 
their tracery of bronze and gold, or any of the Botany 
products been styled on the runway, the value of these 
tones would have stood out more clearly. 

Blue seemed to strive for first place but in the fashion 
world it cannot go higher than second, and when we 
realize the Fuchsia, Grape and Prune shades will be 
worn, we must realize that the bronze brown and 
chocolate colors are of tremendous value. Blue, be- 
cause of its universal use in costumes, may become a 
staple shoe color. 

































A thrill in every pair—if you buy 
fall shoes to give every woman a de- 
sire to possess fashionable footwear— 
then the rest of 1928 looks good at 


retail. ;, 
Arthur E. Ebbs, St. Louis. 











Accessories in Picture 
Extensively Displa yyed 


LL that was needed at the Commodore Hotel 

during the Brooklyn Style Show to give a 

complete picture of the shoe industry was the 
machinery for making shoes and retail stores in which 
to sell them. All other factors, from the raw materials 
through lasts up to finished shoes, ornaments and the 
cartons in which to pack them were shown in the 
sample rooms occupied by the forty-one shoe manv- 
facturers and the thirty-three leather, fabric, last, 
buckle, carton and other accessory manufacturers. The 
entire 12th, 14th, 15th and 16th floors were taken over 
by the shoe industry. The Commodore, like many other 
New York. buildings, has no 13th floor, the numbers 
jumping directly from 12 to 14. 

The shoe exhibits were housed on the 12th, 14th and 
15th floors, while the accessory firms were on the 
16th floor. 

More shoes, prettier shoes and more of the accessories 
than ever had been exhibited at a Brooklyn style show 
before, were to be seen at the three day affair this 
week. It was a most fitting and emphatic gesture on 
the part of the Brooklyn makers to impress upon the 
trade the dominant position as a style center that is 
occupied by the Brooklyn and New York shoe producers. 

The leather exhibits were particularly extensive, 
especially in the fancy or novelty leather division. 
There were several large exhibits of reptile leathers, 
including almost every known variety of snake and 
lizard. Embossed and stamped leathers in new designs 
were on display and there was a generous showing of 





Snake as a new motif in footwear 
steps out of All-Overs and into tlic 
second phase of trimming and accen 
to the fashionable shoe in overlays. 
straps and patches. 

Charles H. Beal, Boston 
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Pumps, 
modernistic 
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with a 
touch 


in the way of dec- 
oration have a def- 
inite place in the 


picture. 


At the left are two such, the top one of 


blue kid with a gold buckle and one side decora- 
tion of flanges of three shades of blue. Evening 
shoes may be combinations of almost everything, 
with brocades in the lead. Here is one of gold, 
black, silver and red brocade, combined with rose 
beige crepe and decorated with gold and silver 


underlays and two rhinestone buckles. 
are touted for children for Fall. 


Boots 
This one is of 


tan calf and tan lizard 





new fabrics both for use in evening shoes as well as 
for day wear. Rep materials, printed velvets, silks 
and materials hitherto restricted to costume use were 
shown in weaves especially designed for shoe produc- 
tim and sound a new note, the unlimited use of un- 
usual materials in the manufacture of footwear. 

New ideas in buckles and ornaments were fostered, 
chiefly along the line of the introduction of color into 
buckles, in combination with cut steel, other metals 
and imitation jewels. Adjustable jewel straps which 
can be worn in two or three ways struck a new note in 
this type of shoe accessory. 


The “Bulge” Next Fall 


Official Statement by the 
Shoe Manufacturers of Brooklyn 


for early autumn footwear is Progress. It is 
amply manifested in the numerous new themes 
of fashion thought which have their premiere presen- 
tation at this style show of Greater New York’s lead- 
ing shoe makers. 
So far, the scarcely half-run race of 1928 presents a 
challenge to these aims of the majority in our trade. 
The retardants of profit-making in the spring season 
just over are various. Most, and certainly the more 


ts spirit of this exposition of the ultimate mode 


I was amazed at the fact that Brook- 
lyn did not show a single boot on the 
runway. Boots, to my mind will be a 
big factor next fall and winter. Hun- 
dreds of thousands of them will be 
sold, and at prices which come well 
within the Brooklyn range. From my 
observations outside and at the style 
show, it looks as if black, brown and 
blue will be the leading colors for fall 
and winter, with straps of the more 
closed up types, leading in patterns. 

ohn J. Holden, New York. 


——— 





important, causes have been quite beyond the control 
of man. The situation this year is not as serious in 
aspect, however, as it was in the corresponding period 
of 1927. But it behooves every business man to so 
apply his merchandising ability that there still shall 
accrue to him, during the remainder of the year, suffi- 
cient extra trade to overbalance any earlier losses. 

Reflection on the lessons of 1927 teaches us that for 
most, the profits were made in the fall season. Therein 
lies one of the significant changes which have occurred 
in the shoe trade recently. A brief few years ago, 
the spring period developed the profits, and if in the 
fall and winter the balance sheet held its own, all was 
considered well. 

Of late, the spring season has been fraught with 
more speculative ideas in fashioning. This year 
illustrates the case: colors and materials ran riot and 
with even the slightest backwardness in weather, the 
element of security appears to vanish, and both mer- 
chant and manufacturer face long odds against profit- 
taking. 

Stability comes with the autumnal mode. The asso- 
ciated shoe manufacturers who sponsor this exhibition 
seek to delineate the fashions that will achieve sales 
popularity for a full season ahead. 

The quality market of America is ever widening. 
There is always a steady increasing of the number of 
American women who recognize quality footwear and 
will pay quality price. The costliest item in any smart- 
ly dressed woman’s wardrobe is Exclusiveness. 

The smart woman is willing—in fact, she seeks to 
pay an extra amount for the possession of some part 
of her attire that reflects real distinction and quality. 


It looks very much as if black and 
brown will lead for fall with reptile 
trims as a dominant note. In patterns, 
I have seen but little new. One out- 
standing pattern which appeals to me 
is the opera pump with some decora- 

_ tion in the way of a tip and heel fox- 
ing of reptile. I look for black and 
brown alligators to be big sellers next 
season. 

George Yager, Grand Rapids, Mich. 
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Geiting More Shoes Sold Right 





Mental Rebirth Needed 


HOW me any $6 selling item in any store that 

needs the time and salesmanship comparable 
with the sale of a pair of shoes. What article of 
universal use is sold and serviced at so small a 
return? The public gets semi-professional service 
in fitting as a by-product to an article of fashion, 
colorful and styleful, that is sold at a price based 
on the intrinsic value of leather and other ingredi- 
ents, and the bare cost of handling. 

We are now making time studies of the process 
of selling shoes at retail. We are pretty close to 
the conclusion that an hour of clerk time is meas- 
ured against the sale of each pair of shoes to the 
public. We develop that deduction by a study of 
average sales the year around. 

If a clerk works forty-eight hours a week, and 
sells forty-eight pairs of shoes, the balance struck 
indicates one sale per hour. Imagine a person buy- 
ing a shoe at $6; and the clerk working on a 6 per 
cent basis, and getting only 36 cents for the semi- 
professional service and semi-medical advice! 

The entire problem of merchandising shoes needs 
to be studied from the viewpoint of the fitting 
stool. A profit commensurate with the service 
given needs to start right there. Equitably and 
ethically the man at the fitting stool, if he is going 
to consider that job of his as an important part of 
his life’s work, has got to be paid more money. 
The scale of wages at the fitting stool is inadequate. 

If there is a limit to the consumption of shoes by 
the public, and that limitation is expressed in one 
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hour of clerk time, against one pair of shoes, then 
it is time to start right there and now get an ade- 
quate return for the man at the fitting stool. If he 
gets his fair share, rest assured that the man who 
owns the business will insist upon getting his. 

If we can develop a better return for time and effort 
invested by the clerk, plus a better return for the 
brains and capital needed in the selection of shoes by 
the proprietor, then wé will have established the first 
step toward a better price at retail. It shouldn’t be 
necessary for the pressure of leather prices to in- 
crease the price at retail. Automatically that should 
fit i » the picture developed by a new self-respect of 
the ..erk and the proprietor who should feel now the 
urge to throw off the “cobbler’s curse” and step into 
real business respect. 

It is a form of cowardice for a merchant not to 
ask a proper price for his merchandise. It is very 
unfortunate that there is no shoe trade solidarity. 
There is too much of “dog-eat-dog,” one chain 
fighting another on price, and one merchant being 
timid of price, watching his competitor who is 
headed toward bankruptcy anyway. 

The entire moral tone of an industry has got to 
be rebuilt. It is in a very low condition today. A 
mental rebirth is needed. It can’t be done with the 
blare of trumpets, but it must be done in the quiet 
hours following a day’s work, when each merchant 
to himself says, “Is this a business, or is it just 
swapping dollars, or even worse, paying for the 
privilege of being in business?” 











Get the Money Regardless ? 


S the uppermost thought in merchandising “get 

the money regardless”? Does a store in making 
a sale consider the click of the cash register, re- 
gardless of fit or fashion? 

We have had many letters indicating that much 
of the blame lies with the merchant himself, for 
the present situation wherein the public is not 
sympathetic with shoes or prices. 

“The public has lost confidence,” says James 
I. Marlatt of the Marlatt Shoe Co., Inc., Aber- 
deen, Wash., “because it can’t depend abso- 
lutely upon the information given by the store 
employees on the merchandise purchased. In 
many cases it is a matter of making a sale, 
regardless of how authentic the information is. 
This, of course, is not true in all stores. 

“It is up to the management of every retail 
establishment to do his part in trying to nar- 
row the gap between the store and the pub- 
lic. The one way this can be accomplished is 
to start now to tell the public the truth about 
the merchandise being sold, and instructing 
the clerks to inform themselves, so that they 
may talk intelligently about things they are 
selling. 
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“This is not a theory with us. This has 
been our policy for the last thirteen years, 
and has paid wonderful returns, besides 
building up confidence and helping to close that 
gap between the retailer and the customer.” 

We quote from Mr. Marlatt’s letter to illustrate 
similar advices from many parts of the country 
that practices of selling shoes at retail have re- 
verted back to the tactics of twenty years ago. 
Countless examples have been given to us of cus- 
tomers asking for a definite size and being fitted up 
or down a width and half size, because the stock 
on the shelves was minus the requested size. 

The adjustment of sizes up and down may; ,er- 
mit of some latitude in changes of lasts and heel 
heights, but when inner soles are put in to make 
shoes smaller in size, and all the little tricks of sell- 
ing are used to sell the wrong size for the right 
foot, there is a reasonable doubt in the mind of the 
public of the honest service of stores. 

Nothing can take the place of sizes in a shoe 
stock. The public can be persuaded to take a dif- 
ferent shade of a color, but nothing should inter- 
fere with the proper size for the proper foot. A 
short stock of shoes on the shelves is no excuse for 
misfitting. It is almost criminal carelessness to 
misfit a foot in an or- 
thopedic shoe, because 
a specialty shoe, ana- 
tomically made, fits pre- 
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of shoes to that customer for all time to come. 

One magnificent shoe store, beautiful in its ap- 
pointments, and which a year ago was crowded 
from morning until night, is today almost empty of 
customers, because the buyer’s eye was only on the 
first sale, and nothing was done to bring the cus- 
tomer back into the store again. The first sale was 
made—fit and fashion regardless. That store may 
never build up its former volume of trade, because 
the girls in that city pass the word from ear to ear 
that the shoes are not right. 

The first step in getting the public to accept 
more shoes and higher prices, is to have the com- 
plete confidence of the public in the service of that 
store. Build confidence in the store and the mat- 
ters of price and profit almost automatically take 
care of themselves. 


Style at Its Source 


HERE is more and more understanding of 

style and its purpose in getting more mer- 
chandise sold right. On July 16th a convention is 
to be held in Paris of the Garment Retailers of 
America. The idea back of it all is to establish a 
better understanding of the garment and fabric 
movements of the 
world. If the mountain 
is slow in coming to Mo- 
hamed, the modern Mo- 








cisely the right size in 
the foot, and any ap- 
proximate fitting may 
cripple that foot. 

There is not enough 
executive direction in 
stores. Too many buy- 
ers and managers take 
for granted that the 
clerk knows everything 
about the shoe from a 
casual inspection of it. 
There is a history and 
legend that should go 
with every shoe, a rea- 
son for its being in the 
stock, and some expla- 
nation of its fitting 
values. 

The buyer who “high 
pressures” his selling 
staff to move a certain 
line, regardless, when 
he knows that the shoe 
isn’t right, is doing 
more than unsettling 
the confidence of the 
selling staff. He is de- 
stroying the second sale 








The ‘Reason Why 


ASHTON’S INC. 


Salem, Mass. 


You may be interested to know that I have been 
taking the Boor anp SHoe Recorper for 16 years 
and have found it a great help many, many times in 
getting ideas and suggestions for my business. 

There was a time when I had four business publica- 
tions sent to me regularly; but for the past three 
years I find all the information I need in the Boot 
AND SHOE REcORDER. 

Yours very truly, 
(Signed) GEORGE W. ASHTON. 


* .- * 


These are days of specialization and concentra- 
tion. Merchants, manufacturers and readers gen- 
erally are showing a marked tendency to eliminate 
waste in reading and to concentrate on the best 
in reading. 

That’s one reason why Mr. Ashton and thousands 
of other good shoe merchants are specializing on 
RECORDER reading. 


Zoece. & TH. 


President 
BOOT AND SHOE RECORDER. 








hamed jumps on a boat 
to visit the mountain. 
If styles do originate in 
Paris in women’s ap- 
parel, the idea is to 
have a look at the 
source of style. 

This week merchants 
from all parts of the 
country are gathered in 
New York City to study 
in the Paris of Amer- 
ica those definite 
sources of Fall fashion 
indicated in fine foot- 
wear. The world of 
fashion is always seek- 
ing a new thrill in mer- 
chandise, and it is 
hoping that some one 
outstanding feature of 
footwear fashion will 
be developed this week. 

The shoe industry is 
doing everything in its 
power to think “style” 
ahead of its acceptance. 
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This exterior of Alfred Ruby's 
headquarters store in Chicago is a 
perfect blending of backgrounds, 
drapes and artistic window fixtures. 
The nameplates have black back- 
grounds and raised lettering don: 
in red. At the bottom of the page, 
on the left, is the parlor salesrooi 
of the new woman's store at 76 F. 
Madison Street, Chicago, with walls 
and ceiling panelled—side and cex- 
ter lights of crystal; on the right 
is shown the “Varsity” room in th: 
Ruby store for Juveniles, Book 
Bldg., Detroit 


MARVELOUS har- 
mony of color and de- 
sign is visibly blended 


in the new stores recently opened 
in Chicago and Detroit by AI- 
fred J. Ruby, Inc. Possessed of 
rare taste in the selection of 
beautiful footwear, Mr. Ruby 


spect, the merchants of the West are 
sensitively attuned to this forward 
note. And the Ruby stores are sig- 
nificant from this angle at this time. 

Following Mr. Ruby’s purchase of 
the Pedemode Shops in Chicago and 
Detroit, he completely remodeled 
and refurnished those premises. To 
these stores he has imparted that in- 
tangible something compelling the 
visitor to sense a pleasurable wel- 
come. 

To the woman patron this satisfy- 
ing impression partakes of a certain 
assurance that herein the merchan- 
dise proffered for her inspection has 
already received the stamp of al- 
thoritative selection. 
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enhances the display of his mer- 
chandise by sumptuous settings. 
Here is a way-blazer in our trade’s 
progress toward that goal where 
the interiors and exteriors of shoe 
stores shall be in step with the 
artistry of the shoes. 

Entering a new era in this re- 
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Another sales room in the Ruby Juvenile shop in 
Detroit. Wall displays are enriched by alternat- 
ing them with well executed oil paintings depicting 
the children of Southern Europe. Seats are of 
the interlocking opera type. At the bottom right 
is the men’s department in the Detroit store, 
Notice the suggestion of old time masonry in the 
wall treatment, including irregularly shaped stones 
of different neutral color tones. The old time 
shields impart a touch of color between the twelve 
great rafters—the entire room being in the Tudor 
spirit. At the bottom left is the Misses’ and 
Children’s department of the Washington Boule- 
vard, Detroit, store. Red tiled roof effect blends 
with walnut finish in natural grain. There are 
oil paintings between the alcoves 


To the juniors—all the way from toddlers to the sub-debs— 
is conveyed a subtle yet certain conviction that these rooms 
are theirs and here they are welcome and may feel at home. 

And for the so-called “sterner sex”’ a combination of cheer, 
comfort and inspiration itself, characterize the men’s store 
in the Statler Hotel building, Detroit, comprising a general 
effect which in its accuracy of detail and completed result 
stands alone in the shoe field. Visit the store and you will 
exercise your own superlatives. 

The ambition of the Ruby organization to serve is best ex- 
pressed in the company’s slogan that “Wherever the better 
class of trade is found there will be found a Ruby store.” 

And with the same careful adherence to Ruby advertising 
standards which eschew all exaggeration it is characteristic 
of “Al” Ruby when mentioning his beautiful shoe stores 
modestly to admit: 

“Well—you can’t sell beautiful shoes in a hallway—they 
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must have a proper setting. 

“There is one point which 
should be stressed,” concluded 
Mr. Ruby, “in connection with 
merchandising shoes in these 
grades and in this type of shoe 
stores. It is that'the shoes and 
the stores must be fairly spon- 


sored by advertising of a character to tie up 
with the merchandise and the stores.” 

The camera, not the printed word, conveys the 
most accurate idea of these distinctly novel de- 
partments dedicated to the distribution of foot- 
wear. Studying these photographs, with multi- 
tudinous detail, some conception is gained of 
Alfred Ruby’s mental picture when once he de- 
scribed business as a “wonderful adventure.” 
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Ideas which can be used by the Smaller Store in Getting Metropolitan 














Window Effects. —Harmonious Coloring More Important 





Than Type of Fixture 







oe he ey ep ] ie With a fixture of this type all 
ay ec App -B- - & kinds of variations are possible. 








a ee ; fi pee The first, and most obvious, is to use 
eee ; ; it once as shown in the top picture 
me Wieck - and then put it on its end, as shown 












3 Ee : z 3 in the picture at the bottom of the 
EF gps ; y em €8=s Page. 


c ; Two other variations may be se- 
beat ty cured by changes in the position of 
: "| the background: It can remain back 
i a a of the fixture, as pictured here, or 

"| a back drape can be arranged which 
(| will be flush with the front surface 
© | of the box fixture, in which case the 
shoes displayed will have the ap- 


ee 



























° € 
: 4 pearance of being in deep recesses 
2 he f cut in the back drape. 
| | Vee Pag Now for the portion of the fixtures 
eae which serves as a background for 
© | the individual shoes. This can be 
a: varied at will. An all black display 






(black shoes, we mean) would 




























O the merchant who is groping 

for some new window trim 

ideas—something which will 
give the metropolitan effect at a 
cost within reach of his pocketbook, 
this article is addressed. No claim 
of originality is made for the type 
of fixtures used nor even for the ar- 
rangement. 

Rather has it been our object to 
take fixture types which are well 
known and easily obtainable and 
suggest means by which, by varying 
the arrangement, they can be used 
over and over again—each time giv- 
ing an effect so different from the 
time before as to give the idea of a 
revolutionary change in trim. 

In sketching the lattice-work box 
effect shown on this page, the artist 
gave an erroneous idea of its depth 
from front to back. It need not be 
much more than six or eight inches. 
Its other dimensions, of course, will The depths-from front to back of this box-type fixture need not be quite # 
be governed by the dimensions of great as shown in these two sketches. Six inches probably would | ample. 
the window in which it is to be used. It can be used in a great variety of ways 
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for 


the 


show to advantage against a gray, beige or even 
white background, achieved by the comparatively 
simple process of cutting pieces of colored paper 
to shape and pasting them in the backs of the compart- 
ments. It might be possible to get a pleasing effect 
by alternating the colors of these compartment back- 
grounds and similarly alternating the color of the shoes 
displayed. 

If a permanent background were desired—a neutral 
tint against which could be displayed shoes of almost 
any color, then it would be better to lacquer paint or 
enamel the background and do away with the neces- 
sity of changing the fadable and uncleanable fabric or 
paper background. 

When it comes to positioning the shoes, a number of 
ways are suggested by the sketches. You may find, on 
experimenting, that shoes shown in a horizontal posi- 
tion with their heels and toes resting against the 
slanting sides of the compartment, have the appear- 
ance of being up in the air—without adequate support. 
If this feeling manifests itself, get cut to the proper 
size small sheets of either 
plate glass or good quality 
window glass, wedge them 
across these compartments 
and allow the shoes to rest 
on them. 

Hosiery can also be dis- 
played to advantage in fix- 
tures of this type, and a 
number of suggestions are 
shown. 

The essential fixtures for 
the three trims suggested 
on this page are three each 
of four different sizes of the 
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Modern Trim 























Starting with these three groups as a basis, all kinds 
of variations can be worked out and all kinds of orna- 
mentation can be added. An arrangement as simple 
as this must depend for its success on the proper 
harmonizing of shoe, fixture and background colors. 
Ornamental mirrors on side walls would help 


this display would depend 





W ~«Oilargely on the harmonious 
contrast among the color of 
the shoes, fixtures and back- 
ground. 

Variety in the _ back- 
ground could be secured by 
switching from plain colors 
to a figured background of 
some kind, such as might be 
obtained in an inexpensive 
fabric or in some good wall- 
paper design. 

Hosiery could be _ dis- 
played, draped over the 
steps formed by the outer 











familiar box-type fixture. 
The very simplest arrange- 
ment, using all the fixtures, 
would be something similar 
to the one at the top of the 
page. The effectiveness of 


background. 














More ornamentation in the background—rug, tapestry 
or a panelling of wall paper could be employed 


Here we have only one group of the unit fixtures in 

use, supplemented by low plateau-like fixtures and 

with a suggestion of pattern ornamentation in the 

In this case a curved spray of arti- 

ficial flowers is suggested. Skillfully hung drapery 
also could be used, parted in the middle 


sides of the box fixtures, or 
a hosiery display fixture 
could be substituted for the 
pyramid of boxes in the 
middle. 

Another simple effect, but 
one which might easily be given a high degree of 
charm, is the one shown in the middle of the page. 

Two small, circular plateau-like fixtures and one set 
of boxes are used here. The background, preferably 
of a plain pastel shade or tint, could be ornamented 
with a yard or two of artificial flowers. Another back- 
ground could be secured by building a trellis arch of 
two vertical and one horizontal trellis, on which climb- 
ing artificial roses or deep green artificial vines could 
be draped with telling effect. 

In case this arrangement is tried out, be sure that 
the low plateaus are in exact line with the foot of the 
vertical trellises. 

For a window richer even in appearance than either 
of those discussed, try the arrangement shown at the 
bottom of this page. The plateau in the center may be 
either circular or square, and can be used for hosiery, 
buckle or shoe display. 
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Dedicated 


to the EDUCATION of the MEN 
and WOMEN on the FLOOR., 


Selling Ideas Build 
Business 


Business is built on selling ideas. 
The retail shoe business is no ex- 
ception to this rule. It makes no 
difference whether the shoe store is 
located in a city of over 700,000 or 
a town of 7000 or a village of 700 
population, the statement is prova- 
ble. The more that merchants and 
the members of their salesforces 
originate and plan together to 
create greater interest on the part 
of the public in the merchandise of 
their stores, the more joy do they 
find in their work and the more does 
their trade increase on the right side 
of the ledger. To emphasize this 
truism, and for greater enthusiasm 
and courage in footwear selling, our 
most recent prize problem asked: 
“How many moneymaking selling 
ideas have you introduced in your 
store during the past few years? 
Cite several instances of the best. 
Your sales are as good and as great 
as you make them.” 

One of the best letters on this sub- 
ject was submitted by Marcus Mc- 
Weeny, men’s and boys’ shoe sales- 
man-buyer-manager of the Kennedy 
Co., Boston, to whom the first prize 
of $10 is awarded. E. M. Hall, 
salesman and proprietor of Hall’s 
Shoe Store, selling men’s, women’s 
and children’s shoes, at Brunswick, 
Me., is awarded the second prize for 
submitting ‘“Moneymaking Shoe 
Selling Ideas.” 


You can’t build up a personal fol- 
lowing unless you first follow up 
your “personals.”—Nat Preston. 


(DITED by Helen M.Haney 


Extra Window ’Cross the 
Way Increased Trade 


BRUNSWICK, ME—E. M. Hall, 
salesman and proprietor of Hall’s 
Shoe Store in this city of 7840, sells 
men’s, women’s and children’s shoes. 
“As my store is upstairs and located 
on the ‘wrong side’ of the street,” 
writes Mr. Hall, “I realized that 
something had to be done to offset 
this disadvantage. I _ therefore 
rented a window in a barber shop 
on the opposite side of the street, 
making it a point to change the dis- 
play every two weeks. This window 
paid for itself nine times during the 
first month, besides bringing four- 
teen new customers into our store. 
I was prompted to take this window 
space in a favorable location because 
I had read in the RECORDER that one 
merchant considered that 25 per 
cent of his business is a direct re- 
sult of the good trims of his ‘silent 
salesmen.’ 














The successful retail shoe busi- 
ness is built on good ideas 
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Sport Trims Sell Shoes 
Despite Rain 


BosToON—Shoe Salesman Marcus 
McWeeny of the Kennedy Co., men’s 
clothing store of Boston, many years 
ago advanced to the position of man- 
ager and buyer, is constantly con- 
centrating in his leisure time 
selling ideas. Here is what he h: 
been accomplishing during the pas 
two weeks or more of cold, rainy 
weather, in this city of. 748.000 
population. Said Mr. McWeeny: 
“As gloomy, unseasonable weather 
was the order of the day, I decided 
to ‘brighten up’ the shoe section of 
the store windows, and a special in- 
side case, straw-screen trimmed, 
with sport shoes. I doubled the 
usual number of sport shoes dis- 
played and prominently placed them 
‘down front’ in the window where 
they could ‘smile’ right up at the 
men with their message of ‘Come 
and play.’ The idea worked well, as 
I have found that our men’s golf 
business during May has almost 
equaled our regular business and 
dress shoe business. We keep our 
sport shoes in a _ separately 
bered department, so that it is 
to determine the amount of pa 
moving. Our sales of sport 
have ranged from $6 to $10, n 
in the better grades; all types 
moved, with the spiked sole. 
crépe sole moccasin and the Au! 
golf shoe in five different d 
big sellers. About the midd! of 
June, when golf is in full sway, ! 
shall display pictures of some 0: the 
golf champions and will also »rint 
on a card for display in the win ‘ows 
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a list of the various golf tourna- 
ments in and around the city. This 
list is easily obtainable from the 
local newspapers. I also arrange a 
display of shoes in 25 or more unit 
trims in various parts of the store— 
for instance, an ensemble composed 
of a suit, a hat, a tie, hosiery and 
a pair of shoes. Seventy-five per 
cent of those who buy sport shoes 
purchase hosiery to match, for the 
reason that we always display stock- 
ings with the shoes.” 


Salesmen Should Shine 
Shoes Often 


“A good personal appearance is 
absolutely necessary if the retail 
shoe salesman would be successful,” 
said recently a former retail shoe 
salesman who is now a shoe mer- 
chant. “One of the very first rules 
which a retail shoe salesman should 
follow is to see to it that his shoes 
are always in good condition and 
well shined. If a salesman gets his 
shoes dusty at noon when out to 
lunch, he should polish them up be- 
fore coming onto the floor to sell 
either men’s or women’s shoes to the 
consumer. The retail shoe salesman 
should also advise his customers, 
after suggesting shoe polish, and 
particularly his men’s shoe custom- 
ers, to shine their shoes often. When 
a man’s shoe is well shined and kept 
well shined, not only is its life pro- 
longed but when it commences to 
wear the defects in it are more 
readily apparent and the customer, 
accustomed to good looking shoes, 
will thus be in the market sooner 
for a brand new pair.” 


Distribute Store Litera- 


ture Carefully 


E. M. Hall, proprietor of Hall’s 
Shoe Stere, Brunswick, Me., says: 
“IT hold a clearance sale once each 


month. I put out 2000 flyers and 
see myself that they are well distrib- 


Salesmen should keep their shoes 
“shining” 
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Time means money in retail 
shoe selling as in all other 
classes of distribution. 

How a sales person spends his 
shoe store’s time has been made 
a study by as great a body as the 
United States Department of 
Commerce in its analysis of re- 
tail selling costs. The subject is 
an interesting, as well as an im- 
portant, one to the industry. A 
sales manager of a large West- 
ern concern recently suggested 
that the above-mentioned ques- 
tion should be given to the read- 
ers of these columns as the basis 
for a constructive discussion on 
successful shoe selling. 


CUSTOMER CONFIDENCE 
NECESSARY 


It is the idea of this sales man- 
ager that as much time as pos- 
sible should be given to the fit- 
ting of each customer. “Time 
spent in fitting, and in explaining 
any points that the customer 
may wish to know in regard to 
the foot; or in regard to shoe 
materials and shoe construction, 
is time well spent. As much as 
half an hour may be advantage- 
ously devoted to a fitting service 
and instructive customer-talk,” 
says this sales manager. Surely 
customer confidence in a retail 
shoe store and its sales force is 
most desirable, and customer sat- 
isfaction at every point in the 
sale is the aim of the best mer- 
chandisers. Sometimes, however, 
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uted, as I follow the boys delivering 
these right around with my car. 
Distribution is important, the object 
being to get the flyers into the house 
and not leave them in the gutters. 
The flyers are printed in the same 
color stock as is used for my wrap- 
ping paper, and in this way I corre- 
late the idea of the store with the 
fiyer. I find that this form of ad- 
vertising has newspaper advertising 
‘beat to a frazzle’ in our town, as 
our paper is issued only once a week. 
This method also helps to move un- 
desirable merchandise and brings 
people into the store so that one may 
have the opportunity of talking the 
regular merchandise into them, on 
which the merchant can make a 
profit. During one of my former 
sales I had a schoolboy who owns a 
pony ride around the town display- 
ing a big placard announcing the 


The May Prize Problem Will Bring 
$15 to Retail Shoe Salespeople 


How Much Time Should the Retail Shoe Sales- 
man Spend in Fitting the Average Customer? 
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this condition may be secured 
quickly; at other times, slowly— 
much depends upon the type of 
the store and whether trade is 
dull, or brisk. 

In asking the question—‘How 
Much Time Should the Retail Shoe 
Salesman Spend in Fitting the Aver- 
age Customer?” the Editor realizes 
that it is difficult to “standardize” 
the fitting time per patron, and 
that there will be a wide differ- 
ence in opinions. But it opens up 
an interesting subject for discus- 
sion, and so in replying to this 
question—“How Much Time Should 
the Retail Shoe Salesman Spend in 
Fitting the Average Customer?” 
please state the type of store 
where you sell, the policy of your 
store in regard to fitting, and 
how many customers you are ac- 
customed to correctly fitting per 
hour. 


TEN DOLLARS FOR THE 
BEST ANSWER. FIVE DOL- 
LARS FOR THE SECOND 
BEST ANSWER. 


Only men and women actually 
engaged in selling shoes at retail 
are eligible to enter this contest. 
Winners will be announced in 
these columns June 23. 


SEND YOUR ANSWER TO 
THE EDITOR OF “THE RETAIL 
SHOE SALESMAN,” BOOT AND 
SHOE RECORDER, 207 South 
Street, Boston, Mass., SO THAT 
IT WILL BE RECEIVED NOT 
LATER THAN JUNE 12. 
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coming event on each of the pony’s 
sides; this bit of advertising cost 
only 50 cents. 


“There is only one way to handle 
a complaint, justifiable or unreason- 
able, and that is, ‘satisfy them.’ ” 





“Fit comes foremost,” says Sales- 
man James Branigan of Utica 
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Knowledge of Feet and 
Fitting Necessary 


DALLAS, TEX.—C. A. Lehwald, re- 
tail shoe salesman in the orthopedic 
department of Volk Bros., writes: 
“Knowledge is power. Retail shoe 
salesman, fortify yourself with every 
detail of the shoe business. Know 
shoes, know feet, know styles, and 
have a comprehensive knowledge of 
your stock. When you know your 
business, you can better overcome 
objections and can make more plausi- 
ble and convincing statements to 
your customers. For instance, when 
a woman customer complains about 
her feet, you should have the ability 
to sell her the proper kind of shoe to 
relieve her trouble without sacri- 
ficing style. Try not to sell a cal- 
loused foot a thin turn sole, or a 
bunion foot a long pointed vamp, or 
a pump for a very narrow foot. Ex- 
plain courteously to your customer 
exactly why this or that particular 
shoe is best suited to her foot, and 
in the great majority of cases you 
will win her confidence and her 
friendship. Let her know that you 
know your business from A to Z. 
While experience is the best lesson, 
try to increase your knowledge and 
to learn more about the shoe busi- 
ness by reading the various periodi- 
cals, the BOOT AND SHOE RECORDER 
especially. Some shoe salesmen know 
more about radios, automobiles and 
dancing than they know about shoes, 
and I venture to say that there is 
just as much to learn about shoes as 
there is about any other commodity 
provided you care to learn about 
them. It is better to know one thing 
well than many things half way.” 


When “Boss” Shows Boys 


TAMPA, FLA.—Fred H. Powers 
says: “The boss that the salesmen 
work the hardest for is the one who 
will often come out on the floor to 
see how things are running 












\\ 
\ 


\\\ 

S 
WAY 

\ 






\\ 
\\ 






Whether or not you serve more 
than one customer at a time de- 
pends upon whom you are serving 
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“Don’t Pass Up Any Sales— When Money 
Spent on Advertising Brings "Em In” 


ARRY W. MILLER, salesman 
at Lorain Dry Goods Co.’s shoe 
department, Lorain, Ohio, replies in 
friendly fashion to Walter Green- 
berg, salesman at L. G. M. Store, 
Inc., Sarasota, Fla., on “How Not, 
and How, To DO IT”: 
My dear Brother Salesman Green- 
berg: 

Your very interesting article in 
the last issue of BOOT AND SHOE RE- 
CORDER was certainly a topic which 
should be of interest to hundreds, 
ves, thousands, of shoe men that are 
really interested in serving the cus- 
tomer as he should be, and the wel- 
fare of the men for whom they are 
working. 











A salesman is coming, hurrah, 
hurrah! 


I want to say to you, Mr. Green- 
berg, that I am in full accord with 
you on that serving one customer at 
a time proposition. Yes, sir, with 
the exception that you should have 
mentioned the type of trade and 
store which you refer to. I wonder, 
Mr. Greenberg, if you know that the 
country at large is in dire need of 
men that can serve more than one 
customer at a time, intelligently. 

I wonder if you know that there 
are hundreds of jobs waiting at $65 
and $75 a week for men that can do 
that “very little trick.”” I also won- 
der if you know that there are stores 
selling $1.98, $2.98 and $3.98 shoes 
doing $500,000 a year in shoe busi- 
ness, and much more. I mention 
that figure simply because I was 
with a shoe organization that did 
that much business a year in one 
store. The salesforce on the floor 
was lined up to a point of efficiency. 
You can only have so much of a 
salesforce on the floor, in order to 
have all details of the organization 
function properly, particularly when 
operating ona short margin of 
profit. Too large a salesforce will 


burden you in many ways. There is 
simply a lack of efficiency some- 
where when there are too many 
clerks on the floor bumping into 
one another. And here, Mr. Green- 
berg, is where the little catch 
comes in. 
It Can Be Done 

The young man who can take care 
of more than one customer at a time, 
intelligently—and for your informa- 
tion, Mr. Greenberg, I want you to 
know that it CAN be done—is the 
young man I am thinking about 
right now. 

My firm spends thousands of dol- 
lars yearly advertising, inviting cus- 
tomers to the store, and let me tell 
you that I would consider it criminal 
if I saw customers walking out after 
they once were in the store without 
a shoe being shown, because the 
clerk was waiting on another cus- 
tomer. 

In order to do the amount of busi- 
ness I have mentioned at popular 
prices, one must seil a lot of shoes. 
And in order to sell a lot of shoes 
one must cover a lot of ground. 
These are the boys we want now- 
adays. The dollars and nickels in 
the register is what count most. 
That is how you and I, and all of us, 
get our salaries. 

So please don’t pass up any sales 
when your boss is spending money 
advertising to bring them in. | 
thank you. HARRY MILLER. 


[EDITOR’s NoTE—Salesman Mil- 
ler’s reply to Salesman Greenberg's 
“playlet,” “Get Your Man,” is in- 
teresting, and but emphasizes that 
there are many types of stores and 
many types of customers in this 
great United States of ours; it also 
shows that trade in one section of 
the country must be handled differ- 
ently than in another. 





“The country is in dire need of 
men who can serve more thar one 
customer at a time intelligei'ly 
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Where SMALL ADS Bring 
Big RETURNS 


Regularity, Consistency and Uniformity 
Build Yearly Increase in Trade; One 
Idea at a Time Is Sufficient 


abroad in the land. The first assumes that busi- 
ness comes immediately as the result of large 
space advertising and that the thing to do, therefore, 
is to refrain from advertising until the merchant figures 
the consumer is ready to buy—then, splash! Half and 
full pages, even two or three pages. 
The second theory assumes that regularity, consis- 
tency and uniformity will build a more solid business 
foundation and that is the theory on which Frank More 


T soa are two theories of newspaper advertising 


More believes the idea of smartness can best be 
attained by placing but one shoe drawing in an ad. This 
permits the shoe to be shown in detail, it builds toward 
a greater artistic effect and it permits the whole ad to 
be a single unit. Border, decorative features and gen- 
eral art work are designed solely for the purpose of 
building atmosphere for the one shoe. 

There is no divided attention. There is but one 
shoe, and hence one idea to portray. By being specific 
in each and every detail the idea of smartness can be 


of San Francisco has scored many an 
increase in his trade, year after year. 

He believes in showing only one 
shoe in each advertisement. But this 
shoe must be a true representation of 
one carried in the stock and it must 
be in a framework which definitely 
builds the proper atmosphere and set- 
ting. For the most part More uses 
only small space advertising, 2 col- 
umns by 7 or 8 inches, but through 
skillful use of art work, by building 
the whole idea around just one par- 
ticular shoe he is creating the idea of 
smartness and exclusiveness for his 
stores. 


The 


ashton 


Whirls to 
SUEDE 


New smpmrents arriving oaily 


Frank More 


285 Ceery st. 














ag 
LLIGATOR, 





FEATURED IN GOTH 


Black we Brown 
“1850 
HOSIERY TO ACCOMPANY 


OS Frank Mere 


285Geary . Street 


NEAR POwEu + 5 





TReer 
456 Geary . Street | 





Frank More’s advertisements, 
year in and year out, measure 
about seven inches by two col- 
umns wide. Rarely, if ever, does 
he show mere than one shoe and 
the picture of the shoe in the 
advertisement looks exactly like 
the shoe itself when you see it 
in the store. The quality of his 


‘advertising matches the quality 


of his shoes. His name and ad- 

dress are always prominently 

displayed but not so prominently 

as to detract from the mer- 
chandise. 


built for the shoe featured and this in 
turn carries over to the whole line 
carried by the More stores. 

The idea of smartness in quality 
cannot be attained merely through 
telling the public about it. The whole 
ad must radiate that quality—smart- 
ness. It is not enough that the shoe 
depicted should be “smart” but every 
part of the ad must contribute to this 
theme. For this reason, the borders, 
layout and even the signature of 
Frank More are all distinctive. Each 
is smartness itself. Yet this is not 
enough. Each unit of the advertise- 

[TURN TO PAGE 84, PLEASE] 
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‘At last. Ive found shoes 
that really fit! 


You Wilbur Coon dealers have 
heard that from many a woman wear- 
ing her first pair of Wilbur Coon Shoes. 

e And you’ve noticed that thereafter 

4Kitbeur Gon she always comes back to you when 
she wants shoes. 

Ahow You don't have to worry about 


A made-to-measure fit losing your old customers. . all you 
in ready-to-wear shoes have to do is sell new ones. 


New Customers Easy to Sell 
Wilbur Coon Special Measurement 
Shoes are built on the special last idea 
carried out to an unusual extent. Ev- 
ery size has a different set of length, 







RMADE- TO MEASURE FITINREADY-10- WEAR SHO 
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RMADL TOMEASUDELITIN READY TO WEAR SHOE 


ball, heel, instep and waist measure- 
ments. Women who can’t be fitted 
in standard sizes find that Wilbur 
oo Shoes fit perfectly from the 
rst. 


Show a new customer Wilbur 
Coon Shoes. She'll like the styles, 
and the prices! Have her try them on! 
“How comfortable,” she’ll say; “T’ll 
keep these on.” 


That’s all there is to it. You’ve 
made a regular customer, and through 
her you’ll probably make several more. 
Your reputation as a fit-specialist is 
growing all the time. 


Satisfied Dealers, too! 


Wilbur Coon Shoes merchandise 
themselves! They retail at $8 to $11 
. .with a generous dealer profit! Your 
investment is small, your volume large, 
your turnover frequent...and your 
mark-downs nothing! Swift service 
onall orders, too. . factory stock always 
includes 100,000 to 150,000 pairs. 


Sizes 1 to 12, AAAAAA/AAAA 
to EEE/EEEEE. A wide range of 
styles. .all leathers and fabrics. For 
the dealer who isn’t yet handling Wil- 
bur Coon Shoes we have interesting 
facts about larger profits. Just tear off 
the coupon, check it and mail to us. 


Reg. U. S. Pat. Off. 


37 Canal St., Rochester, N. Y. 
Yaecufrren) Sour sizes) 


MONICA 


Style R1993—Black glazed kid, front gore, 
beaded buckle . Price $5.75 


Style R1994—Patent leather . Price $5.75 
Style R1999—Burntoaktankid Price $6.50 
Description—309 (combination) last, In Stock— Widths AAA 


14/8 covered Cuban heel. Goodyear to EEE, sizes 2% to Il 
Welt. to E, size 1 up) 


LILA 


Style R1995—Black glazed kid . Price $6.00 
Style R1996—Patent leather . . Price $6.00 
Description—509 (narrow heel, stand- In Stock—AAA, AA,5 to 


ard instep) last. 16/8 Louis heel. 9. Ato EEE, 3% to 9. 
Goodyear Welt. (EE not Stocked) 


JOYCE 


Style F1957—Black glazed kid . Price $5.75 

Style FI958—Patent leather . . Price $5.75 

Style F1972—Burnt.oak tan kid Price $6.50 
Description—209 (narrow heel, stand- In Stock— Widths AAAA 


ard instep) last 14/8 covered Cuban toEEE, sizes 242 to 11 (A 
heel. Goodyear Welt. to E, size 1 up) 


Tear Off and Mail---------- 


W. B. Coon Co. 
37 Canal Street Rochester, N. Y. 


Gentlemen: 
C] Please send an “In-Stock” Catalog. 





C] Have your salesman call when in vicinity. 
Firm Name 


Address 
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No. E-2113 


NE cannot help being tremendously interested 
in this vivid, novel “Cosy Toes,” No. E-2113. 
It is a turn sole mule, with uppers of brilliant 
brocaded cloth in delightfully contrasted colors. 


The edges are turned. Linings and cushion insole 
of plain red satin. Trimmed with variegated double 
ostrich stick-up with flower and rhinestones at base. 


C width. 


Covered Louis heel. Round toe last. 
Sizes 2% to 8. Price, $4.25. 


Order direct and ask also for this season’s In- 
Stock Catalog of Cosy Toes Slippers 


Robertson Shoe Co. 


1624 E. Hennepin Ave., Minneapolis, Minn. 








A Brilliant New Number in Brocaded Cloth 


Of” 
69) 
Slippers 









Cosy Toes salesmen and where they travel: 

F. B. Robertson—Minnesota, Iowa, Wisconsin and 
Northern Illinois. 

J. M. Kostick—North and South Dakota, Nebraska, 
Kansas and Colorado. 

E. BE. Sprague—Montana, Idaho, Utah, Washington 
and Oregon. 

G. H. Cravens—California, Arizona and New Mexico. 

W. H. Kesten—Indiana and Michigan. 

H. D. Bond—Ohio, Pennsylvania and New York. 

J. E. McElfresh—Texas, Oklahoma and Arkansas. 

G. T. Wilson—Alabama, Florida, Mississippi and 
Georgia. 

N. J. McGlasson—Southern Illinois and Kentucky. 

Ed. L. Clark—Large cities in middle west. 

















Bx Bx 
GREELEY BOUDOIRS 
sell all the year around. 
They are always in style. 


We aim for quality and we 
hit the mark. 













IN If your jobber cannot 
STOCK supply you, write us. 
36 Pair Cases 
A. W. GREELEY 
<3) 12 Duncan Street - 





Haverhill, Mass. Be 








fb WON: 


A Visit 


to the popular Hotel Martinique invariably convinces 
guests that “the best without extravagance” is more 
than a mere promise. In fact, no hotel in 


New York 


affords such comfortable acc on, delici food 
and splendid service at the Martinique’s economical 
prices. Room rates start at 


$2.50 Per Day 


Special club breakfasts, table d’hote luncheons and din- 
ners at most moderate prices. Stop in on your next 
visit and let us show you how to live right at the 
right price while in New York. 

A. E. SINGLETON, Mgr. 


H. otel MARTIN IQUE | 600 ROOMS | 


Affiliated with Hotel McAlpin 
BROADWA Y—32nd to 33rd STS., NEW YORK CITY 


“OI- 





dati 
1¢ 








1@” 
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CORDO 
DOUBLE-DUTY HYDE LACES] 






































Customers cuss at shoe laces—or swear by CORDO-HYDES. 
And the latter buy CORDO-HYDES for their new shoes if 
they are not already laced with these famous laces by some 
far-sighted manufacturer. 


There is more good will and customer contentment tied up 
in one pair of CORDO-HYDE laces than in any other thing 


you can order into your next shipment of shoes. 


Your manufacturer should put Cordo-Hyde laces in your 
shoes without extra cost to you, but if he won’t—pay the 
small difference of approximately 2 cts. on oxfords and your 
customers will appreciate your thoughtfulness. 


0. A. MILLER TREEING MACHINE COMPANY 


Lace Division Brockton, Mass. 
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Stimulate Your Sales 
by Using Fairy Forms 


EW and beautiful effects in 

shoe display that are sure 
to stimulate your sales can be 
had by treeing your window 
shoes with our patented Trans- 
parent Full Forms. You can 
achieve interesting color com- 
binations by inserting a stocking 
or a piece of colored silk with- 
in the Fairy Formed shoe. The 
colors will play through the 
transparent form with a soft, 
irresistible beauty that will bring 
window shoppers inside your 
store. 


Order these Window Trim- 
mer’s Transparent Full Forms 
from your jobber, or mail us 
the coupon below, and we will 
send you our special assort- 
ment of 12 pairs for $12.00, in 
sizes 4 and 5 (2 pairs of each 
of the 6 models pictured here.) 
If you prefer different sizes, 
we will supply them instead, 
without additional cost. 


Fairy Forms are fully 
protected by American 
and Foreign patents. 


The SHOE FORM CO., Inc. 
Auburn, New York 


THE SHOE FORM CO., ING. 
Auburn, New York 


Gentlemen: 

Please send me your regular Window Trimmer’s Assort- 
ment of 12 pairs of Transparent Full Forms, sizes 4 and 5. 
(If special sizes and lasts are desired, list them below.) 
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Just Received from Paris 
Genuine Pressed Steel 


BUCKLES 


ow W “, 
. ZG 
Y 


‘ eo ~~ P 
BON BS Se es Se 


This is 
Style No. 3000S 


$5.40 
Doz. Prs. 


We are also manufacturers and designers of a large 
line of rhinestone shoe buckles and other ornaments. 


Colonial Buckles $6.00 to $28.00 doz. prs. 
Vamp Ornaments $2.50 to $12.00 doz. prs. 
Strap Ornaments $4.50 to $10.00 doz. prs. 


Instep Straps Style 748, as per advertisements in 
previous issues $13.00 doz. prs. 


Metal Buckles $3.60 to $4.00 doz prs. 
Leather Bows of different designs, $6 to $9 doz. prs 





The Home of the Perfect Fitting Spats 


MANOLIS MANUFACTURING CO. 
4248 N. Crawford Ave., Chicago 
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SHOE STORE SERVICE SECTION 





How » [ncrease Sales m June 
Brides and Grads and the Great Outdoors make this a Month of 


to stir up business in June—plenty of groups 


A HERE are plenty of things to talk about in order 
with plenty of reasons for buying shoes for 


definite uses and occasions. 


This is the month when BRIDES launch out on the 
Sea of Matrimony. Each bride must have a trousseau. 


For each dress there should 
be a pair of shoes exactly 
suited to it. And where there’s 
a bride there are bridesmaids. 
Don’t overlook them. Also the 
nuptials call for another party 
who isn’t featured much in the 
ads. That’s the groom. Why 
not give him a whirl, too? 
You know it’s still customary 
for him to go along with the 
bride on the honeymoon. He, 
too, will likely go in for some 
golf, tennis, fishing, dancing, 
etc., and will want to be ap- 
| propriately groomed. Doesn’t 
that suggest some items in 
your stock that should be 
brought to his notice? 

Schools and colleges close 
this month. Grads must be 
rigged up to the nines. All 
the students must be equipped 
for vacations. Here is an- 
other theme for some ads and 
windows. 

Some of the folks from the 
factories, offices and stores 
are starting on their vaca- 
tions now. The rest are plan- 
ning and preparing for theirs. 
Vacation needs should be 
played up strong. 

| The children have a long 
play time ahead of them. 
Play shoes should be brought 
to the front during the month, 
even though there are plenty 
of other things to be shown 
in the windows and ads. 

It has been suggested in 
these columns before, but will 

repeating, that you can 
Pep up your windows con- 














Opportunity for the Merchant 


By R. G. PERKINS 


vacations, etc. 





a 





To Get More Shoes Sold Right 


in June 


June 1-9—The first job is to get the stock 
trimmed down where it most needs trimming. 
For some of the shoes on hand there is a ready 
sale now but won’t be in July. For some others 
there is a small market now and will be prac- 
tically no market later. Don’t overlook any of 
them. Post your salespeople regarding these 
and follow them up closely to see that they 
make every effort to sell them. 


JUNE BRIDES should be given attention 
this week—both in ads and in windows. Even 
if brides-to-be don’t happen to be very nu- 
merous in your locality, a bride window has a 
great attraction for all the feminine contin- 
gent. Let the groom have a little notice, too. 
His wardrobe at this time should cover all the 
occasions that the bride’s trousseau does. 

Now for the bright colors—let them run riot 
in your windows this week. Feature them in 
the ads. 


June 11-16—VACATIONS now are upper- 
most in the public mind. Most schools and 
colleges are about to close. There must be 
new shoes for the commencement exercises. 
There must be shoes for various sports during 
vacation. Bathing slippers will be wanted— 
and if you let this trade go to the drug store 
you will lose not only the bathing slipper sales 
but the advantage of drawing in potential buy- 
ers of larger items. 


June 18-23—The youngsters are going to 
have plenty of time now for climbing trees and 
kicking cans. It’s the time to push play shoes. 
Advertise them. Give them some small win- 
dows or unit displays in large windows. 

They “eat” hosiery these days. Show plenty 
of hosiery in your trim. It’s profitable. It 
helps shoe sales. 


June 23-30—After this week, only two more 
selling days before the Glorious Fourth. Have 
you some extra salespeople ready to step in 
and help? 

Keep hammering away at shoes for outings 
and vacations. 

Clean out the short lots wherever possible. 
They’ll bring more now than next month. 


————— 

















siderably by cooperating with some non-competing 
specialty stores that can furnish interesting material 
for displays to tie up with such events as weddings, 


Dealers in women’s and men’s clothing, for instance, 
might furnish some wax figures representing a bride, 


groom and bridesmaids, or 
golfers, fishermen, etc. 

You might use some golf 
sticks, tennis racquets, fish- 
ing tackle, a canoe or other 
“props” which a_ sporting 
goods dealer should be happy 
to loan you for the purpose. 

You might use a suit case 
in place of a plateau on which 
to display some shoes that a 
bride, a groom or a vacationer 
should take along on a trip. 

Where any such “props” as 
these are used in dramatiz- 
ing your displays a small card 
can be used stating: 

Men’s attire shown by 
courtesy of 

Women’s attire shown by 
courtesy of 

Sporting goods shown by 
courtesy of 

Traveling goods shown by 
courtesy of 

These cards cannot hurt 
you. They should do your fel- 
low merchants some good, 
which will be gratifying to 
you as well as to them inas- 
much as their cooperation en- 
ables you to increase the 
effectiveness of your windows 
at no additional cost. Also 
there is no reason why some 
of these stores shouldn’t use 
some snappy shoes in dressing 
up their own displays and in 
so doing give you some worth- 
while publicity. 

Play your cards well in 
June and you will be sure of 
a good showing in earnings 
for the second quarter of the 
year. 





VERY square foot of your 
store is a store in itself... 
You must rentit, light it, heat 
it, and charge a proportion of 
the cost of your selling force 
and fixtures against it. 

But how many square feet 
in your store return a profitP 
That’s what you must know. 
For upon that answer depends 
your total profit or loss. 

Stores that seem to stand up 
under a general survey, break 
down under a “square foot” 
analysis. Errors that have 
long escaped your vigilance 
are brought out into the open. 

You may discover that your 
non-sales producing area oc- 


cupied by wash rooms, cloak _ without increase in floor space. *, 


rooms and unprofitable spaces 
is out of line with your sales 
producing area. 

Some departments may oc- 
cupy more space than they 
can profitably afford. Other 
departments could produce 
more profit with larger space 
or better location, or both. 

It is perfectly possible to 
condense your non-produc- 
ing sales area and extend 
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profit pro- 

ducing area. It is 

apparent that increased 
profits would result from 
such a change. 

Our store planning division 
can tell you how. These serv- 
ices are available for large 
and small stores. For, smaller 
stores, too, have their prob- 
lems. Occupying smaller space 
only serves to emphasize the 
importance of each square 
foot that must produce profit. 

After an analysis by our 
store planners; after proper 
re-arrangement, stores have 
shown marked increases 


That places store planning 
and modern fixtures well at 
the head of the list, as the 
best investment any mer- 
chant can make. 

A staff of over 60 store 
planners with more than 25 
years of planning and mer- 
chandising experience is at 
your service. Write us or send 
coupon for literature. No 
obligation of any kind. 


May 26, 1998 


GRAND RAPIDS STORE EQUIPMENT CORPORATION 


Succeeding: The Grand Rapids Show Case Company—Welch-Wilmarth Corporation 





Factories: GRAND RAPIDS STORE EQUIPMENT CORPORATION, Grand Rapids, Michigan Z-5 Branch offices 
Grand Rapidé Gentlemen: Please send literature and information on your planning service and store equipment. ead 
Portland, Ore. N representatives 
Baltimore ae in every 
New York City ; territory 





City. : 
mm 














STORE PLANNERS, DESIGNERS AND MANUFACTURERS OF FINE STORE EQUIPMBNI 
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Selling # Kids i Germany 


Berlin Store Has Almost Every Known Amusement Device 


S long as kids are kids, they will enjoy the 
oA4 kind of diversion furnished by the devices 

pictured above, installed in the children’s de- 
partment of the recently opened store of Carl Stiller, 
in Berlin, Germany. The store, a seven story building, 
occupying an entire city block, is filled with shoes for 
every conceivable purpose and occasion. 

No more than a glance at the photograph above, and 
at that in the lower left, is needed to convince one 
that the life of the mother who doesn’t take her child 
back for the second pair is going to be made miserable. 


This roundabout is electrically operated and is one 
of the big features of the Children’s Department 


There are animal seats of every kind, a giant Kris 
Kingle and even an electrically operated roundabout. 
Shoes and hosiery are displayed in wall cabinets. 
Another and equally important part of the store is 
the huge Foot Comfort Department. Here the Stiller 
firm has put in a number of private booths in which 
pedicure treatments, foot baths, etc., are given. Here, 
also, foot appliances are fitted by experts, all of whom 
were trained in the methods of Dr. William M. Scholl 
of this country. This division of the store does a 
great business, drawing trade from all over Europe. 


An X-Ray station in the Stiller store where feet are 
examined as part of the regular diagnosis procedure 
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Meeting Seating Sidions 
for a Half Century 


Has given us the answer to your Profit Problem 


A half century of seating service to theatres, 
schools and churches stands behind “American” 
claim to seating superiority. The same organi- 
zation, seating experts and master craftsmen 
have given their specialized knowledge to 
meeting shoe store seating problems. Resources 
and research have been applied tomake Amer- 
ican Interlocking Shoe Store Chairs a 
vital business building factor in your store. 
The discriminating shopper seeks out 
the store that reflects distinction. 
Where equipment is in harmony with 
better taste . 
pleasant. “ American” Chairs, beautiful 
in finish and design, add this touch of 


. and shopping is made = Styles in 


the modernshoe store 
owner or manager. 


smartness to your store. Bring in more and 
better trade. Build confidence in your values 
and management. Make your store the pre- 
ferred place to buy shoes. 


FREE SERVICE AND BOOK 


Our engineers and draftsmen have suggested 
novel seating arrangements for thou- 
sands of shoe stores from coast to coast. 
Their experience is yours without obli- 
gation. Write our Shoe Store Service De- 
partment for seating ideas. Our helpful 
32-page book, “New Styles in Shop 
Seating”, also free to interested owners 


handbook for 
and managers. Write for a copy today. 


American Seating Company 


1016 Lytton Building 


Branch Offices 
New York: R-601-119 W. 40th St. 


Philadelphia: R. 703-1211 Chestnut St. ‘\) 
\ 


Boston: R. 302-69 Canal Sc 


Wh 
i 


||) 











iil 
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| 
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Kawnee SEND THIS BOOK TO 
COMPANY r Newe........ 
2613 FRONT STREET «tiinn 


NILES, MICH. 





Kind of Business....... 
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Are You 
Thinking 
“Chairs?” 


Let us send you 








now our Shoe 


Trade Catalog 


on upholstered ADRI AN X-RAY 


or veneer chairs. 


Help your thinking at no cost to yourself. SHOE FITTER 


Sixty years of experience in planning shoe nite Veote Billie 
store seating. 








W. i Id’s | hai Sole Distributors of the only X-RAY Shoe Fitting 
€ operate the world’s largest opera chair Rintennos oh des Whedher 
factory—there’s a reason. 


en ne X-RAY SHOE FITTER, Inc. 
The A. H. ANDREWS CO. Dept. A 


107 South Wabash Avenue, Chicago MILWAUKEE WISCONSIN 


gh Progressiveness Wins Patronage 


PORTLAND SEATTLE 
1472 Broadway 46 Fourth St. 617 Western Ave. 

















“The Place to Sell Hosiery Is the Shoe Store” 


FOUR YEARS AGO “HOSIERY” started to preach that text to an audience of over 10,000 
attentive merchants. 


The sown seed is growing with amazing rapidity. All over the country shoe merchants are 
putting in hosiery departments. Each month the idea grows bigger. 


So we say to you—the place to sell hosiery easily is to the shoe merchant. 


The Boot and Shoe Recorder, through this Hosiery section, offers a direct approach to the most 
responsive group of hosiery buyers in the country. 


BOOT AND SHOE RECORDER PUBLISHING COMPANY 
BOSTON, MASS. 
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DISPLAY BY MR. PAUL SABIN FOR WALK OVER SHOE STORE, CHICAGO 


Hosiery! Sell It... . 


Here is that added Window Display “kick” 
for boosting your Summer hosiery sales. An 
effective displayer that is out of the ordinary, 
yet practical for any hosiery window. 





The legs are adjustable to several different positions, while 
the side arm is excellent for draping. Legs may be pur- 
chased separately and attached to a stand of your own con- 
struction. Stand is of composition and legs of papier 
mache. 31 inches high. Finished in silver or as you 
designate. 


Price, each complete $32.50 
Legs only, per pair $12.00 





This displayer and our . ; 
complete line of new Fall The Guide to Better 
decoratives now shown in Window Displays” for 
. Fall is now ready for 
our Display Rooms. See mailing. This new 
them when in Chicago. issue contains the lat- 
est in modern window 
treatments. Get your 
copy now for a more 


The Adler-Jones Company ponte cy Porto 


S . 
645 So. Wells St., CHICAGO eason 
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No. 736 
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A Crack-Proof 
Non-slip Shoe 


to Sell Right Now 














There are a lot of shoe sales around your 
town that might as well be rung up on your 
cash register. 


Farmers—any men who work in barnyards 

or in places where manure acids exist have 

a definite need for a shoe that will not crack ‘i 

and break—a shoe with an unusual feature, Backing Up the Shoemaker 


too, a sure, firm footing on slippery 


surfaces. 

Figure up your prospects—then put the | G is and women who take particular pride in 
“Durham” in stock. Follow this with a their appearance back up the shoemaker who ha 
little window display, an inexpensive ad in | the sound good judgment to supply rubber heels of 
your newspaper, and the free material we New I. T. S. Super-Quality—their own good judgment 
will furnish. Take it from other Red Wing | dictates that it pays in smart good-looks, longer wear 
Dealers, it always results in quick sales and and greater comfort. 


profits. 
The shoemaker or store that sells I. T. S. deserves the 


Cut from Khaki Retan, Goodyear Welt : : . é 
ciate, Gd tat schee, a Cod backing of Miss and Misses 1928—and they GET II. 
year whole rubber heels, full patterned 

gusset, Munson last, and bottomed with | 

ALL CORD (notice how the tough tire 

cords run to the sole’s edge) GRO-CORD 

soles, it is a wonder shoe. Take this timely The > 4 Co., Elyria, O. 


tip from us and “get going.” It means 


GUARANTEE 
Satisfactory Wear or a New Pair 


Red Wing Shoe Company I RUBBER a 7 


Red Wing, Minnesota Dallas, Tex. 








Have Your Heels Straightened—Your Shoes Will Wear Longer. 








5, 1928 
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WHo’s WHO ON THE ROAD 





National House Debating Pullman Surcharge “Kill.” N.S. T. A. Executives 
Working Hard with Washington for “War Baby's” Removal 


eigen a W. MORRILL, who sells 
the output of the Durand Shoe Co. 
factory, returned yesterday, May 25, 
from a trip, covering the volume buy- 
ers of the country. Mr. Morrill’s terri- 
tory extends as far south as Atlanta 
and west as far as Kansas City, north 
to Chicago. Mr. Morrill reports a good 
business. 


HERBERT 

¢ PASKUS, who 

for several years 

represented the 

Prospect Shoe Co., 

selling the volume 

trade of the coun- 

try and also styl- 

ing the shoes, now 

represents’ the 

Bond Shoe Co. of 

Lynn and New 

York, and is sell- 

ing its factory line 

J. Herbert Paskus of shoes to the 

large retail shoe 

merchants of the United States. He 

is assisting Harry Schvey in the styl- 

ing and selling of the Bond Shoe Co.’s 

factory line of McKay’s. Mr. Paskus 

has a suite of offices in the Marbridge 

Building, New York, where a full line 

of shoes are on display. In his new 

position Mr. Paskus takes charge of 

the merchandising of Bond _ shoes 

throughout the country, retailing at 
popular prices, 


RESIDENT Homer H. Beals has 

appointed D. J. Tobin of Boston as 
chairman of the budget committee of 
the N. S. T. A. Mr. Tobin is well 
equipped from his past experience of 
many years to handle this important 
piece of work with 100 per cent effi- 
ciency. He is regarded as one of the 
most successful shoe salesmen in the 
country, and is a member of the or- 
ganization of Gray Bros., Inc., of Syra- 
cuse, N. Y. He sells the shoes made 
by his concern to a select list of cus- 
tomers from New England through 
Middle and including the Middle West, 
and other points of the country. 


P W. MORRISON, JR., who for the 
_* past twelve years has represented 
Rice & Hutchins, Inc., and for one year 
the Elkin Turn Shoe Co. of Philadel- 
vhia, to the big city trade of the East, 
uth, and West, now represents the 
Sherwood Shoe Co., succeeding Clarke 
B. Rowley, who has gone into the re- 
tail shoe business. Weston, as he is 
known to his friends, covers New York 
State, also a part of Pennsylvania. 


By HELEN M. HANEY 


HARLIE ASPINWALL, who rep- 
resents the Riley Shoe Mfg. Co., 
is back again on the road after a long 
illness, dating back to last December. 





PULLMAN SURCHARGE RE- 
PEAL BILL IN HOUSE 


Frank L. Armstrong, chairman 
of the N. S Legislative 
Committee, and Charles W. Ev- 
ans, chairman of the N. S. T. A. 
Railroad Committee, are doing 
everything possible to sell the 
proposition of the repeal of sur- 
charge on Pullmans to the coun- 
try’s lawmakers at Washington. 

“While to some the attempt to 
repeal Pullman surcharge may 
seem a slow and tedious piece of 
work,” said the National Secre- 
tary, “yet it is moving as quickly 





as almost any of the large meas- 
ures before the country at the 
present time. There is a wide di- 
versity of opinions as to the ben- 
efits that the public would derive 
in this matter, and it is no easy 
matter to make legislators, who 
have never served as commercial 
travelers, see the viewpoint of 
this group. One of the most con- 
vincing arguments in favor of the 
removal of Pullman surcharge is 
that this measure is the cnly one 
of a ‘war-time’ nature which is 
still in force, and that it has long 
outlived its usefulness, except to 
the railroads. Congressman Tom 
Yon of Florida, a former shoe 
traveler, has ‘speeded up’ action 
in this matter. 

“Other effective arguments for 
the removal of Pullman surcharge 
are: That it benefits the railroads 
to the detriment of the traveling 
public; that the income from this 
surcharge is not payable to the 
Pullman Company, but to the 
railroad; that this surcharge 
helps to keep up the high cost of 
merchandising, which is one of 
the big obstacles to present-day 
business.” 

Messrs. Evans and Armstrong 
are working in conjunction with 
the National Secretary, and it is 
hoped that Pullman surcharge 
will be eliminated by this Con- 
gress. It is now out of the hands 
of the Interstate Commerce 
Commission; it has been acted 
upon favorably bv the Senate, 
and is now up to the House. If 
passed bv the House, it awaits 
only the President’s signature. 











joan C. COPPAGE of Los Angeles, 
and a member of the Los Angeles 
local of the N. S. T. A., died recently 
at his home in that city. He was 55 
years of age. For many years he had 
represented Laird, Schober & Co. on 
the Pacific Coast. Mr. Coppage was a 
policy holder in N. S. T. A. group life 
insurance. 


LARKE BB. 
ROWLEY, 
for many years 
secretary- 
treasurer of the 
Rochester As- 
sociation of 
Traveling Shoe 
Salesmen, has 
entered the re- 
tail shoe busi- 
ness at 53 Bel- 
mont Street, 
Rochester, on 
his own account. 
The name of 
his establishment is “The Home Shoe 
Parlor.” Mr. Rowley for 21 years cov- 
ered New York State for the Sher- 
wood Shoe Co. He has a host of 
friends in the trade, and was always 
considered as one of the best merchan- 
dising counsellors in the shoe traveling 
fraternity. Mr. Rowley will conduct 
a specialty shop and will act as both 
retail shoes salesman and proprietor, 
Among his stock will be the line of his 
old house—The Sherwood Shoe Co. 


Clarke B. Rowley 


OSEPH P. MYERS, who has been 

associated with the Thomson- 
Crooker Company for the past seven 
years, has joined the Interstate Shoe 
Company, and will represent this con- 
cern in Michigan, Indiana, Kentucky, 
and West Virginia. Joe is the boy with 
“The Million Dollar” smile, and left 
Boston last week with Interstate’s new 
line of fall samples. His parting greet- 
ing was that he will have the factories 
working nights within the next ninety 
days. 


EORGE L. SLOAN recently re- 

turned from a trip into the North- 
west and brought back with him a 
young lady from North Dakota, who 
has changed her name to Mrs. George 
L. Sloan. George will cover all of 
New England with the four specialty 
women’s lines made by the Interstate 
Shoe Company, and will plan to spend 
about two weeks out of each month 
at the Essex Hotel, Boston, where he 
will be glad to greet all of his old 
friends. George Sloan is a protégé of 
the late Bob Emmet, and worked under 
him for several years. 
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Style 5719—Patent Lois Strap. 
Black Lizard Trim. 11/8 Cov- 
ered Heel. 
$4.60 


No. 5636—Patent Nina Strap. 
11/8 Covered Heel. 
$4.25 


GIRLS’ SHOES 
IN-STOCK 


No. 5458—Patent Eleanor 
Pump. 9/8 Covered Heel. 
$4.10 


Style 5721—Patent Sanz Mule 
Pump. 10/8 Covered Heel. 
$4.10 


BURDETT 


SHOE COMPANY : 


No. 5635—Patent Twirl Strap. 
11/8 Covered Heel. 
$4.60 


No. 5700—Patent Zebra San- 
dal. 10/8 Covered Heel. 
$4.35 


LYNN » MASS: 


No. 5634—Patent Heart Strap. 
10/8 Covered Heel. 
$4.35 


—_— A > Ot OO OR eR ee a eth 0 i ee sc, 


n 
~~ 


All shoes shown are IN-STOCK. 


Sizes 214-7, Widths AA-C, and ‘ 
Style 5718 — Patent Clara ibis “El ; Style 5720—Patent Lola Step- 
Strap. 11/8 Covered Heel. AAA on Eleanor; Hand Turns— in. 10/8 Covered Heel. 
$4.50 Terms on Stock Shoes 1% 30 days. $4.60 
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E. C. Smeltzer, Secretary-Treasurer, 
Indiana Shoe Travelers’ Association 


A’ the annual meeting of the Massa- 
chusetts Retail Shoe Merchants’ 
Association, recently held in Boston, 
the form of which was a testimonial 
to James H. Stone, the new N. S. R. A. 
manager, N. S. T. A. president, Homer 
H. Beals, sent a congratulatory tele- 
gram in behalf of the travelers’ asso- 
ciation, extending felicitations and re- 
iterating the pledges of the N. S. 
T. A.’s cooperation with the N. S. 
R. A. National Secretary Delany was 
chosen by President Beals to represent 
the N. S. T. A., and made the point 
that the message of congratulation was 
doubly extended, from the fact that Mr. 
Stone is a member of the National Shoe 
Travelers’ Association, through his 
affiliation with the Boston Shoe Trav- 
elers’ Association. President Beal’s 
thoughtfulness in sending this wire 
was most generously applauded, and an 
expression of appreciation was duly 
extended to the N. S. T. A. by N. S. 
R. A. Manager Stone. 


APTAIN MURRAY W. CROSBY, 

who for many years had repre- 
sented the Utz & Dunn Co. in Michi- 
gan, died recently at Crescent City, 
Fla. Mr. Crosby won his title of cap- 
tain when he served under the Colors 
in the Spanish-American War as com- 
mander of the old First Separate Com- 
pany, later Company H of the Third 
New York Volunteers. 


EWIS F. BRICKETT now repre- 

sents Bliss & Perry Co. in New 
York City and adjoining territory, with 
headquarters at 610 Marbridge Build- 
ing, New York. Mr. Brickett is a son 
of the late Paul J. Brickett, well-known 
shoe traveler, who recently passed 
away. 


NDER the able direction of Col. 

J. D. Murphy, the F. M. Hoyt 
Shoe Co. of Manchester, N. H., makers 
of Beacon shoes, has made some ex- 
cellent strides forward in the last few 
months. With the addition of new lines 
and the revision of prices, sales have 
shown a steady increase each week. 
Jack Lester, hearing about the pros- 
perity enjoyed by the salesmen of his 
old company, some months ago returned 
to the factory, where old friendships 
and acquaintanceships were renewed. 
Jack was an old Beacon man for five or 
six years before the war, and left the 
F. M. Hoyt Shoe Co. to enter the ser- 
vice. Upon his return his old territory 
was well taken care of, and as he was 
not interested in any other, he went 
with the Marion Shoe Co. During the 
teal estate activity in Florida he was 
engaged in business there and was very 
successful. 


After he had made a trip through 
the factory and seen the entire new 
line-up, he was so enthused that he 
hustled right up to Harry R. Mack, 
sales manager of the Beacon men, to 
see if he could light up the South again 
with Beacon shoes. Jack’s many friends 
in Georgia and Florida will be glad to 
learn that he is going to call on them 
again with Beacon shoes. Jack feels 
that after his friends and customers 
have seen his line that they will be as 
enthused as he is. J. V. Tarver, who 
had been making this territory for 
Hoyt, retired on account of illness in 
his family. 

JOHN F. TRAVERS has joined the 

sales force of the Interstate Shoe 
Company, and will cover all of New 
England for this concern. He will de- 
vote his time exclusively to establish- 
ing agencies on the Prop-her Arch 
Corrective shoes, which are carried in 
stock. John is one of the best known 
men in- New England, and formerly 
managed the Travers Shoe Company 
on Summer Street, Boston, for several 
years. He left “The Hub” for his in- 
itial trip on Monday, May 14. 


FRANK CREHAN, who ealls on 

* merchants in the big cities east of 
the Mississippi for the French, Shriner 
& Urner Corp., is now showing his 
Southern trade some of the new lines 
of this house, and reports a good busi- 
ness thereon. 


URTON L. WALES, sales manager 

of the M. N. Arnold Shoe Co., of 
North Abington, Mass., recently re- 
turned from a business trip through 
the Middle-Western States, during 
which he called on many of the Glove- 
Grip agencies. Among the cities vis- 
ited were Cleveland, Columbus, Lan- 
sing, Grand Rapids, Chicago, Kansas 
City, Detroit, Topeka, St. Joseph, 
Davenport, and other locations. In 
Cleveland, Detroit, and Kansas City 
conferences were held with the com- 
pany’s salesmen, and samples, also 
sales and advertising plans for the new 
season were presented. Mr. Wales re- 
ported that he found retail shoe mer- 
chants optimistic about spring busi- 
ness. 





A WHALE OF A YARN 


Of a salesman who is known 
from Coast to Coast, Lynners 
tell this. There was nothing do- 
ing down in the factory, so the 
salesman journeyed down to 
Lynn beach, where there was 
even less doing, excepting for 
what the wild waves were say- 
ing. 

“What are you doing here?” 
asked a friend who chanced to 
pass. 

“Watching for whales,” bland- 
ly replied the salesman. 

The friend went on his way, 
and spread the news. By the 
time the salesman got back to 
town, the story was around that 
two whales were aground. At 
noonday lunch, everybody was 
talking about the whales. And 
the salesman was so impressed 
that he himself turned around 
and went to the beach to see 
them. 
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J. Weinberg represents the Herold 

Bertsch Shoe Co., of Grand Rapids, 

Mich. He makes his headquarters at 
the Henry Hotel, Pittsburgh, Pa. 


WEIL, who is with the Burrows 

¢ Shoe Co., Rochester, had an office in 
the Security Building, Chicago, during 
the past year. With the week of April 
7 he moved to Room 826, Republic 
Building, Chicago, where he is in closer 
— with the State Street and Loop 
trade. 


HARLIE RIESENBERGER, for- 

merly of the Riesenberger, Wolf 
& Peck Co., has recently been appoint- 
ed sales manager of the Curtis S. Jones 
Shoe Co., of Reading, Pa., and will 
make his home in Reading. 


MONG the recent salesmen “quota 

getters” and gold piece winners of 
the F. Mayer Shoe Co. are the follow- 
ing: H. H. Bauer, fourth gold piece; 
H. L. Joseph, fourth gold piece; H. L. 
Golsan, third gold piece; J. J. Martin, 
third gold piece; H. F. Kern, third gold 
piece; R. E. Golsan, second gold piece; 
A. Castanedo, second gold piece. 


JOBN FENTON has joined the Selby 
Shoe Company of Portsmouth, Ohio, 
for the promotion of this company’s 
“Tru-Poise” shoes. Mr. Fenton has had 
a long experience in the creation and 


development of specialty shoes. He has 
patented a number of his inventions 
in this line, among them the “True- 
Poise.” 


AT RYAN, a well-known Columbus 

traveling shoe salesman, has joined 
the sales force of the Carter Shoe Co., 
of Nashville, Tenn., and will cover 
southeastern Ohio. Mr. Ryan was for- 
merly with the Freeman-Beddow Co., 
of Beloit, Wis. W. C. Roose, sales- 
manager of the Carter Shoe Co., was 
in Columbus recently, closing arrange- 
ments with Mr. Ryan. (UTPS.) 


RANK J. WEBER, who for the 

past year or two has been repre- 
senting Sam B. Wolf Sons Co., was re- 
cently made assistant to Myron Wolf, 
sales manager, in the handling of the 
sales and in keeping in touch with the 
salesmen of this rapidly growing con- 
cern. He will also continue to cover 
his Middle West trade. Mr. Weber is 
one of the past presidents of the N. S. 
T. A., and has always been active in 
the promotional work of the National 
Shoe Travelers’ Association. 


“Social Intelligence is the Ability to 
get along successfully in contacts with 
other people.”—Anon. 
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The Growth of Sales 
and Exclusive 
Agencies on ARCH- 
AID shoes proves 
their superiority as— 
The best 


shoe and 


corrective 
the most 


profitable shoe to mer- 
B-639—Marron Tan Kid 


B-642—-Golden Brown Kid 
B-649—Black Kid 
B-G3S—White Washable Kid 
B-556—Patent Leather 


chandise. 


SUFFICE LAST 
Long Inside Counter 


GOLDEN RULE LAST 
Long Inside Counter 


WHY the Growth of the ARCH- 
AID Shoe? 


Because we lend merchandising 
helps that make women want 
this shoe—Copy and 
mats for your news- 
papers—window and 
store cards — letters 
_ for your store list, 
flash signs, etc. 


Write for agency 
proposition. 


Leong Inside Counter 
B-G93—Patent Lea. (Black Grain Calf Saddle)... .86.65 
B-698—Marron Tan Kid (Fancy Calf Saddle to -_ 














Pittsburgh Office: 
Hen Hotel 
W. A. BARNEY 
New York Office: 846 Marbridge Bldg. 
B. W. MOYLAN 


land Office: 1599 Union Trust Bidg. 
peat: A. F. JENKS 


Chi oO Office: Majestic Hotel 
— F. J. SATE 














d s = 
MANUFACTURERS & DISTRIBUTORS 


Rochester, NV.X% 


MEN’S ARCH-AID SHOES MADE AND SOLD BY 


New Engiand Office: 
Draper Hotel 
Northampton, Mass. 
ELLIOTT LA MONTAGNE 


San Francisco Office: Plaza Hotel 
acs Angee ees ae ee 
os ngeles ce: East Sth S 
Cc. E. VanDEGRIFT ane 











Detroit Office: Detroit-Leland Hotel 
C. G. SELLERS ad 





M. A. PACKARD CO. 
Brockton, Mass. 








Inside 
Counter 








Counter 














. PATSY LAST 
B-507—Black Glace Kid 
B-707—White Reignskin Cloth, Ivory Sole 


and Heel 
B-807—Golden Brown Kid 
13/8 Solid Leather Heel—Rubber Top 


SAMARITAN LAST 


B-831—Black Kid 
B-841—Golden Brown Kid 
15/8 Solid Leather Heel—Rubber Top 
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Cleveland Merchants Are Expecting 
Record Breaking White Season 


Warm Weather Brings 
Good Response to Early 
Bids for Trade 


CLEVELAND, OHIO (UTPS)—Cleve- 
land shoe dealers are anticipating one 
of the biggest seasons on white shoes 
experienced in years. Already the call 
has been felt in many stores and one 
establishment reports their first large 
order fully sold out. Three warm days 
in early May sent customers down 
Euclid Avenue on their summer shop- 
ping expeditions and merchants who 
had not yet shown their whites were 
persuaded to do so at an a date. 
Indications point to one of the biggest 
years in Cleveland’s history on whites 
and shoe dealers are elated at the 
prospect of added profits without en- 
fringing on the turnover of staple 
stock. An additional profit prompts 
most of them te exhibit white shoes 
before an extended period of warm’ 
weather causes them to lose sales. 
So far the days of spring have been 
generally cold and unsuitable to the 
shoe trade. 

Colors are also opening up for a 
big year in Cleveland and many full 
window displays greet the passerby. 
A majority of merchants exhibiting 
these lines have felt an early call with 
excellent future prospects. Reds, blues 
and greens are favored in the solid 
colors and combinations while India 
prints are highly favored. In the light 
spring and summer shades, noney beige 
stands out in the demand with No. 2 
rose blush a secondary choice. 


Millers to Open New Shop 


_New York, N. Y.—Another exclu- 
sive I. Miller shop will be opened in 
the near future on 34th Street in the 
Marbridge building, in the store room 
recently vacated by Cammeyer. Exten- 
sive alterations are being made and 
the store is being completely refur- 
nished and redecorated. 


Seay Now With Regal 


ATLANTA, Ga. (UTPS)—J. W. Seay 
has been appointed assistant manager 
for the Regal Shoe Store at 64 Peach- 
tree Street. He has been engaged in 
the shoe business in Atlanta for the 
past nine years, and is one of the best- 
known men in his field of work. 








Goes to One Price 


KNOXVILLE, TENN. (UTPS)—Seigel’s 
Vanity Boot Shop, Gay Street, has be- 
come a one price store, recent an- 
nouncement calling attention to the in- 
auguration of a new policy whereby all 
shoes were to be sold at the one price, 
$6.85. They sell women’s footwear ex- 
clusively. 


Cooking School 
Aids Shoe Trade 


West PALM BEACH, FLa. (UTPS)— 
Full advantage was taken by Hatch’s, 
Inc., local department store, of the 
cooking school recently held under the 
auspices of a local daily. At first 
thought it might seem strange that 
shoes and a cooking school might have 
anything in common, but they have, 
nevertheless. 

A neat mahogany table containing 
several shoe stands was continually on 
display throughout the two weeks of 
the school. Several styles of Foot 
Saver shoes were shown on the stands, 
and the merits of the shoes were com- 
mented upon by the cooking instructor, 
who also wore a pair of the shoes. 

At the conclusion of the cooking les- 
son each day, a representative of the 
shoe store, J. Oscar Kennedy, explained 
the features and the construction of 
the shoes to several hundred women, 
who evinced keen interest as evidenced 
by the type and number of questions 
that were asked. 

Since the conclusion of the school 
a number of women have approached 
the shoe section of Hatch’s, inquiring 
for the shoes they had seen at the 
cooking school. According to Jack 
Paulus, department buyer, more than 
one hundred sales have been directly 
traceable to the pioneer work done in 
the school. 


H. W. Stone Moved 


KNOXVILLE, TENN. (UTPS)—H. W. 
Stone of Charlotte, N. C., has taken 
over the management of the Nisley 
store here, succeeding Neal Johnson, 
who is now with the new Nisley shop, 
which was opened in Chattanooga dur- 
ing the past month. Mr. Stone joined 
the Nisley organization about six 
months ago and was assistant manager 
of the Charlotte branch before coming 
here. 





Southeastern Ass’n 


to Engage Secretary 


ATLANTA, GA. (UTPS)—The board 
of directors of the Southeastern Shoe 
Retailers’ Association has just closed a 
two-day session at the Ansley hotei 
here. 

The meeting was called by George P. 
Golden for the purpose of formulating 
policies leading to the betterment of 
the association for the year and to plan 
more extensive work for the benefit of 
the shoe retailers in the section. 

A committee, composed of J. O. 
Steele as chairman with Harry Edison, 
of Atlanta; Mark Silver, of Savannah, 
and Matt Condon, of Charleston, was 
appointed for the purpose of engaging 
a full-time secretary for the organiza- 
tion, and it is expected that a man for 
this position will be selected within the 
next few weeks. 

Another meeting will be held here 
within 90 days to fix the date for the 
next sectional convention of the shoe 
retailers, as well as to determine upon 
the convention city, offers from several 
Southern cities having been received. 


Providence Department 
Is Greatly Enlarged 


PROVIDENCE, R. I. (UTPS)—The 
women’s shoe department of the “Bos- 
ton Store” of the Callender, McAuslan 
& Troup Company in Providence has 
been remodeled and enlarged to nearly 
twice its former size. The removal of 
a partition and other alterations have 
made it an integral part of the second 
floor and much more readily accessible. 
New shoe cases, well-placed mirrors 
and comfortable new chairs give an 
up-to-date appearance, and light brown 
stock boxes, which will be used 
throughout the department will com- 
plete the effect of quiet harmony. 

George F. Wilcox, who has seen many 
changes in his 25 years in the “Boston 
Store” has taken great interest in mak- 
ing this department, for which he has 
been buyer for the past eight years, 
as fine as possible. 


Williams In Washington 


St. Louis, Mo.—Charles E. Williams 
of the C. E. Williams Shoe Company, 
was a member of a party of St. Louis 
business men who visited Washington, 
D. C., in the interest of the public 
buildings appropriation which was ap- 
portioned by the budget commission re- 
cently. St. Louis will receive sufficient 
appropriation to complete a Federal 
Building in which to house all of the 
government offices in St. Louis. 
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The Comb. Raleigh 


EAST WEYMOUTH, MASS. 
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“Archway” Shoes are 
the Edwin Clapp answer 
to the modern foot 
problem. 


A foot to be normal and com- 
fortable must be correctly sup- 
ported, must have room to 
function properly, and must 
have ample tread across the 


ball. 


“Archway” shoes not only 
possess, but they specialize 
and emphasize these features, 
and yet style has not been 
sacrificed to comfort. 


“Archway” shoes have proved 
conclusively that comfortable 
shoes can be produced that 
are hygienically correct and at 
the same time wonderfully 
smart and attractive. 


“Archway” shoes are in stock. 


Write for particulars. 


May 26, 1928 § 
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Retail Trade Records 


Broken in Cincinnati 


CINCINNATI, OHIO—More footwear 
was sold in local retail stores during 
he first fifteen days of May than 
“Snoved the entire month of April. A 
‘straight run of sunshiny days was the 
“chief factor in bringing the shoppers 
out and there seems to be little partial- 
Tity shown to any certain type or ma- 

erial. Some of course, have the edge 
‘Won the others but lots of everything is 

selling. 

Novy blue kid is getting plenty of 
play and it seems that this is some- 
what responsible for the decrease in 

‘sales of black patent. Light suede and 
suede combinations are moving better 
‘than they did in early Spring and are 
expected to be in active demand in late 

Summer and Fall. In the reptile fam- 
lily, genuine snake is reported good, 
‘alligator fair and lizard moving a little 
with better prospects. Red, green and 
‘blond kid calls are steadily increasing 
and some gray is being sold. Heels are 
lower with 14/8 to 18/8 most popular. 

Sport oxfords have started moving 
exceptionally well, especially in some of 
the more exclusive shops. Black and 
Swhite and brown and white are the 
favorite combinations. 

The Stetson Shop is showing a line 
of brown and combination kids and 
)Manager, C. N. Moreland reports sales 
to be very satisfactory. Some gray kid 
is moving and calls are beginning to 
come in for whites. 

The Shoe Department of The H. & S. 
Pogue Company has sold and dyed 
more white satins to match dresses, 
thus far than they did during the entire 
year of 1927. F. H. Rasmussen, man- 
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Jager, is showing a full line of reptiles 
jand reports business on them to be very 
>good. Lots of blue kid are moving at 
*Pogue’s and some white business is 
Fcoming in. 
4 


San-Toy Straw has been the feature 


jitem at the Smith-Kasson Co. since 
' May 1, according to John Logan, shoe 





department manager. Indian Prints 
are rather slow and colored kid is mov- 
ing well. Many golf shoes are being 
sold, and Mr. Logan reports black and 
white to be the most popular combina- 
tion. 


Leighton C. Burks Dies 


LEXINGTON, Ky.—Leighton Cheat- 
wood Burks, 49, died at St. Joseph’s 
Hospital in this city, May 14, at 2.30 
p.m., after a ten days’ illness of pneu- 
monia. Mr. Burks has been with S. 
Bassett & Sons for the past nine years 
where he was buyer and manager of 
the Ladies Shoe Department, in which 
capacity he was highly esteemed by his 
employers. 

Before coming to Lexington Mr. 
Burks was with the G. A. Coleman Shoe 
Co., and the Bennett Shoe Co., of 
Lynchburg, Va., for many years. He 
was a native of Virginia, the son of 
Albert S. and Virginia Rucker Burks. 

Mr. Burks is survived by two sisters, 
Mrs. W. H. Dillard and Mrs. S. L. 
Stroud of Lynchburg, Va., and three 
brothers, John L. and Ernest R. Burks, 
of Bluefield, W. Va., and Charles A. 
Burks of Knoxville, Tenn. The body 
was taken to his home in Lynchburg, 
Va., for burial. 


Reed Buys Nunn Store 


SHERMAN, TEx. (UTPS)—C. H. 
Reed & Co., of Abilene, have purchased 
the Nunn Shoe store of this city, an- 
nouncement of John Nunn, president of 
the company, says. ‘The store was es- 
tablished nine years ago and is one of 
the largest and most completely stocked 
in this section of the State. Mr. Nunn, 
T. E. Caraway and Fred Kyle, who 
have been with the store for years, 
will remain with it, the announcement 
said. The Abilene company is said to 
be planning to enlarge the establish- 
ment. H. Reed is president and W. 
P. Barnes general manager of the pur- 
chasing company. 





Most Every Style Is 


Popular in St. Louis 


St. Louis, Mo.—The retail shoe busi- 
ness has reached the stage where the 
trade is buying everything and even 
demanding many types that are not in 
existence. It is true that certain vogues 
are dominating the field, but this su- 
premacy is not so pronounced that 
other patterns and materials are out 
of the running. Some stores report 
patent not as strong as in the past ten 
days. 

Blondes are still strong, and many 
feel there is still a good demand ahead 
for shoes in this field. A blonde low 
heel pattern was pointed out in one of 
the large stores, which, the manager 
said, was cleaned up before the shoe 
had been in the house ten days. 

The red, blue and green field is hold- 
ing well, with red showing a slight ad- 
vantage in some stores, while others 
give blue the preference. There are 
being heard calls for a darker shade 
of blue, the midnight tone. Also in 
popular priced footwear the pastel 
shades are being sought. The ultra 
stores are displaying them also. 

Sport oxfords continue to show 
strength, with a betterment predicted 
as the season advances. Indian prints 
are reported as not good with little 
enthusiasm being displayed by the buy- 
ing public. Deauvilles are big in the 
popular priced field. 

The first report on whites was heard 
this week. The higher priced shops 
have had active sales in this field. In- 
dications are that whites will be good. 


Miss Payne Promoted 


INDIANAPOLIS, IND. (UTPS)—Miss 
Itha M. Payne has recently been pro- 
moted from assistant buyer to buyer 
of the shoe section of the Pettis Dry 
Goods Company. Miss Payne has been 
associated with the shoe section at the 
Pettis Company for ten years, and has 
made many friends. 
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| The ‘Trend of Hide 


Prices 

















Packers Packers Packers Packer and 
i Week Heavy Branded | Heavy Texas Country 
é Ending | Native Steers Cows Steers Calf Skins 
March 17......... 23 21 221% 23-30 
March 24........ 24 221 231% 24-30% 
March 81........ 25 24 241 25 -30 
| Se 25 24 241% -30 
8 ee 26 2414 25 -30% 
; April 21......... 26 24Yy 25% -30% 
April 28......... 25%, 241, 25 30 -34 
| aa 25 2334 241% 28 -33 
May 12.......... 25Yy 24 241 27 -82 
 * eee 241, 231% 24 28 -31 
151% 16% 1734-21 
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REDS—BLUES—PARCHMENTS 
IN STOCK—IMMEDIATE DELIVERY 
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STYLES 


WHITES 


Trixie 
Patent 
White Kid 
Parchment Kid 
Red Kid 


Blue Kid 
Spike and Cuban—C Wide 
$3.00—less 5% 








Speciale—$2.90 
Patent, dtm Python 
Trim m 
Patent, ore7 Python 


Fancy Indian Print, 
Parchment Kid Trim 
Spike and Cuban—O Wide 
Dolly 
Patent, Basket Weave 
Cloth Underlay 
Patent, Brown Python 
Underlay 
Spike and Cuban—O Wide 
Also Dolly Strap 








Salesmen: Several 
desirable terrt- 
tories are open for 
his fast line. 


Other Snappy Novelties Continually In-Stock 


Aronson Bros. Shoe Co. Inc., 213 Essex St., Boston, 


{ 


Sor WOMEN 


AS AO" 
AS Nr “THOE 


May 26, 1928 


J 20 


20 4, 


h5ig- 


Frankie 


Patent 
White Kid 
Parchment Kid 
oe and Ouban—C Wide 
Also Frankie Pump 
as above 

83.00—less 5% 


Rita 
Patent 
Parchment Kid 
White Levor’s 
Spike and Cuban—C Wide 
$3.00—less 5% 


Babette 
Patent 
White Kid 
Black Satin 
Fancy Indian Print 
Red Kid 
Blue Kid 
Spike and Cuban—C Wide 
Also Babette Strap 
as above 


Pte 5% 


No initial order 

accepted for less 

than 12 pairs of a 
style. 


Bavcette 











APPROVED BY MEDICAL MEN 


VENTILATIONS 
PATENTED 





ing your order today. 


Phone aoe 2133 for im- 
mediate acti 


As a sturdy sup- 
ort for the ankles 
rk mpeg | children 
as a fully ven- 
tilated shoe, the 
Burkley Ventilated 
Foot. Developer is 
unexcelled. Well 
known surgeons 
recommend its use. 


Make your stock 
of children’s shoes 
complete by send- 





BURKLEY SHOE CO. 


1156 No. Main Street 


Brockton, Mass. 





SADDENING AGENTS are not those eggs who pull door bells 
out by the roots and thus ruin the good wife's entire day. 

In the Shoe and Leather Lexicon SADDENING AGENTS are 
defined: “‘Addition of substances during dyeing to produce duller 
shades.” 

Just one of the hundreds of bits of information in this 
valuable book which a smart salesman can casually slip to the 

t increasing the latter’s confidence in his ability to 
sel] the right shoes. 

This Sales-Making Tome 
Cests Only Fifty Cents 
(Cash with orders, please) 


Boot and Shoe Recorder Publishing Company 
207 Seuth Street, Besten 
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Travelers Name Wis. 


Convention Committees 


MILWAUKEE, WIs.—The Wisconsin 
Shoe Retailers’ Association is taking 
necessary preparatory steps toward 
holding the annual convention of that 
organization at the Milwaukee Audi- 
torium, July 31, August 1 and 2. The 
exhibits will be placed in the Main Hall 
of the Auditorium, occupying some 88 
spaces; half of this number have al- 
ready been assigned. The convention 
sessions will be held in Kilbourn Hall, 
and the style show and banquet in 
Juneau Hall, all on the main floor of 
the Auditorium. The banquet and style 
show are to be held on the evening of 
Wednesday, August 1. 

The Wisconsin Shoe Travelers’ As- 
sociation is sponsoring the retailers’ 
show and President Imig of the Travel- 
ers has named the following committees 
to cooperate with the retailers: 

General Convention Committee: L. L. 
Imig, chairman; F. J. Larkin, vice- 
chairman; C. W. Johnson, secretary 
and treasurer. 

Reception: Fred E. Schmidt, chair- 
man; G. F. Burroughs, Milton Meiss- 
ner, Henry Kuehn and L. C. Becker. 

Hotel: Grover McHugh, chairman; 
Wm. Weyenberg, H. W. Klos and 
Warren B. George. 

Booths: C. W. Johnson, chairman; F. 
L. Larkin. 

Banquet and Style Show: C. W. 
Johnson, chairman; Irving Telling, 
Fred. E. Schmidt, Warren B. George 
and F. J. Larkin. 

Publicity: C. W. Johnson, chairman; 
Louis Harris, Henry Kuehn, Ben I. 
Harvey and J. P. Kuehn. 

Attendance: H. W. Lew, chairman; 
Chas. M. Roussy, Edward P. Schmidt 
and Carlson R. Collar. 


To Open Chain of 


Foot Saver Shops 


CoLumsus, OHIO (UTPS) — The 
Foot Saver Shop, Inc., is the name of a 
new corporation, chartered under Ohio 
laws, with an authorized capital of 
$75,000, to operate a chain of retail 
shoe stores. The first store, which has 
been in operation for some time in In- 
dianapolis is the Foot Saver Boot Shop, 
opened by Harry B. Zavitz of Colum- 
bus. The second store will be located 
on South Main Street, Akron, Ohio, 
for which a lease will be closed soon. Ac- 
cording to the backers of the company, 
a number of other stores in Ohio cities 
will be opened within a few months. 
The company will handle the Julian & 
Kokenge line made in Cincinnati, Ohio. 
Incorporators of the company are: 
Harry B. Zavitz, Lucille Seifert and 
W. M. Summer. The stores will also 
handle a line of hosiery. Headquarters 
for the chain will be at Room 702, No. 
8 East Broad Street, Columbus. 


O. Wilson Opens Store 


Paris, Tex. (UTPS)—Oscar Wilson, 
well known in shoe circles of North 
Texas, has opened a new footwear es- 
tablishment here. The new store is 
known as “Oscar’s Booterie.” It is 
located in the Plaza theater building. 





Shoe Mart Wins Recorder Trophy 


The Shoe Mart bowling team of 
the St. Louis Shoe Retailers Bowling 
League, composed of eight teams, made 
up of members from St. Louis retail 
shoe stores, won the BooT AND SHOE 
RECORDER Bowling Trophy given last 
year to the league to become the 
permanent property of the team win- 
ning it three times. In 1927 the Hanan 
& Son team captured it. The Shoe 





Mart team, in annexing the trophy, 
won 65 out of 105 games played. They 
also carried off honors for the highest 
number of pins for one game, which 
was 1001. Members of the team are 
as follows: 

Reading from left to right, stand- 
ing, G. H. Linkman, Fred Hogenkamp, 
Joe Nabor and Frank Brinckman. 
Seated, L. A. Jolley, captain of the 
team, and J. Pscheidt. 





The new store is specializing in wo- 
men’s footwear. A complete line is be- 
ing carried. The store is also carrying 
a full line of women’s hosiery. 


Urge Kuhl to Manage 
Pittsburgh Picnic 


PITTSBURGH, Pa. (UTPS)—The pop- 
ular and widely known “Bill” Kuhl of 
Kuhl & Company, at 521 East Ohio 
Street, on the North Side of Pittsburgh, 
has plans for the annual shoe men’s 
outing which he conducts every year at 
Turner’s Grove, a picnic grounds near 
the city, well under way. 

Mr. Kuhl announced recently that 
the traveling men had asked him re- 
peatedly when the annual picnic was 
to be held, declaring that they were 
eagerly looking forward to fraterniz- 
ing with the Pittsburgh retailers. An- 
nouncement of the picnic date is ex- 
pected to be soon as so much interest 
has centered around the outing that 
it may supersede the annual banquet 
which has usually taken place in June. 

The annual picnic of the Pittsburgh 
shoe retailers has heretofore been a 
gala event among local retailers and 
visiting road men. Each year, under 
the able management of “Bill” Kuhl, 
the picnic has grown more enjoyable, 
until members of the association feel 
that any picnic “Bill” does not manage 
cannot be a success. 





C. A. Kilbourne Opens 
Children’s Shoe Shop 


MINNEAPOLIS, MINN. (UTPS)— 
Charles A. Kilbourne selected National 
Baby Week for announcement of his 
new children’s shoe shop, the only ex- 
clusive store of the kind in the North- 
west. It is one of a series of new 
shops in a recently opened $2,000,000 
theater building, 48 Ninth Street S, 
only half a block from Nicollet Ave- 
nue, the main shopping street. 

The Whitmore-Tirrell, Nahm Bros., 
and Annar Shoe Co. lines are featured, 
a specialty being Kilbourne’s First 
Walkers. 

Stock is concealed, and the try-on 
room cannot fail to interest the chil- 
dren. A soft voiced parrot welcomes 
all comers with a “Hello,” and that is 
a good ice breaker if the children feel 
any hesitancy about entering. This 
parlor is done in cream and green. 
Fiber furniture is in natural shade 
green and the rug is a neutral gray. 

Lee Brothers, specialists in taking 
children’s pictures utilize the walls for 
hanging pictures of children, which are 
changed weekly. Mothers are notified 
that they may find their children’s pic- 
tures on the walls, which is a business 
getter. A cuckoo clock, that has been 
a fixture in the children’s section of 
the former Kilbourne store for women’s 
shoes, has been taken along as a link 
which former customers will remember. 
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WHERE TO BUY 
Men’s Shoes 








fice 


50 STYLES IN STOCK 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 





TTL ] , 
T CO; 
$0o ssuneo ORr 


KUMFORT-ARCH SHOE 


KCLUSIVELY BY THE 


MADE © 
EMERSON SHOE MFG CO 
ROCKLAND, MASS. |. 
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HENRY LILLY CO. 
110 Duane St. New York 
AUCTION TRADE SALES of 


SHOES and RUBBERS 


Every Wednesday and Friday 











Tus 


SHOE 
ron MEN 
() M. A. PACKARD CO., Makers 
BROCKTON ee — 


NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 
N. ¥., U. 8. A. 
MEN’S FINE SHOES EXCLUSIVELY 



































Shoe Market News 


in the Boot and Shoe Recorder 





NATIONAL NEWS 


SATURDAY, MAY 26, 1928 


EVERY WEEK 





Tanners Report 
An Increase in 


Orders on Hand 


Suede Calf, Grain Kid, Novel- 
ties and Patent Leather 
All in Demand 


LYNN, Mass.—Increasing activity of 
tanners of this North Shore district 
foretells a general improvement in the 
shoe business, for tanners report a 
good volume of orders on hand, espe- 
cially for suede calf and grain kid in 
blacks and browns, this for volume 
business, and, also, for quite a quantity 
of novelty leathers, orders for which 
are broken up into small units. Orders 
for patent leather also continue in 
volume. 

A new peak for reptile has been 
reached this year. The most expensive 
materials yet are some rare lizard 
skins, which cost about $5 each, though 
scarcely as large as a pocket handker- 
chief. Some very fine fabrics, such as 
art velvets, and embroidered satins and 
silks, may be added to the list of ex- 
pensive materials. “Too beautiful for 
shoes” is the comment one practical 
shoe man made of them. 

There is a marked tendency to em- 
ploy finer and more expensive materi- 
als in the better grades so as to widen 
the margin of difference between this 
class of footwear and popular price 
lines. 

Inquiries for boots were an interest- 
ing feature of the recent week, and 
some think there is a prospect that 
boots may sell in the Fall, for the new 
models of the high cut are light and 
dainty, as well as attractive of color. 
They are different from the bandit 
boots of last Winter, for they hug the 
ankle and leg, some being drawn in 
by_novelty straps and some by gores. 

In lasts, high heels are coming to 
the front again, with the new models 
showing plenty of heels in the 20/8 
class, and a number in the 24/8 class. 
The shank is of the hairpin style. Some 
new square toe shoes are interesting 
because of their dainty lines. Longer 
vamps are being tried in some lines. 
There is an art in lengthening the 
vamp so that it will not bite into the 
instep. 

Tips of fancy design, as well as of 
fancy materials, are noted on a number 
of new models, and the fashion of ox- 
fords, predicted for Fall, will revive 
tongues. 

There is not much change in the 
color situation. Buyers choose patents 
and whites for volume business for 
Summer, ask about browns for Fall, 














T-and order the fancy effects frequently, 





Selby Co. Officers 


PORTSMOUTH, OHIO, May 17 (UTPS) 
—The newly elected board of directors 
of the Selby Shoe Co., elected the fol- 
lowing officers to serve for the coming 
year: Roger A. Selby, president; Hom- 
er C. Selby, C. J. Hauck and W. B. 
Altsman, vice-presidents; L. M. Doty, 
secretary, and H. M. Baker, treasurer. 
These officers, with H. K. Ferguson of 
Portsmouth, and W. R. Daley of Cleve- 
land, constitute the board of directors. 





Production Increased in 


Cincinnati Factories 


CINCINNATI, OHI0.—Production has 
been increased at some of the local shoe 
factories in the past ten days and pros- 
pects for a good season seem brighter. 
One or two factories are running at 
capacity, while others are running only 
three or four days a week. Quite a 
few orders are coming in at present 
writing but most of them are of fill-in 
character. Quite a few of them call 
for immediate shipment of whites. 

Some of the manufacturers who sent 
out new Fall samples during the latter 
part of April and the first of May re- 
port bookings to be very satisfactory. 
Brown kid is expected to be very much 
in demand for Fall and light suede is 
being ordered in fairly good volume. 
The reptile family is represented 
among the new samples and manufac- 
turers anticipate a good season on 
this as well as on black patent. 

Fall orders being booked call for 
medium heels and manufacturers are 
of the opinion that a majority of the 
business that will be done when the 
season opens up good, will be on foot- 
wear with heels from 14 to 18 eighths. 





Roger Lord Resigns 
from E-J Corporation 


St. Louis, Mo.—Roger E. Lord, 
manager of the St. Louis distributing 
plant of the Endicott-Johnson Corpora- 
tion in St. Louis, resigned from the 
company, effective at once. 

He was associated with E-J ap- 
proximately 20 years, starting with the 
company in Endicott, N. Y., and later 
coming to St. Louis to take charge of 
the St. Louis sales office. When the 
matter of locating a distributing house 
in the West was under consideration, 
Lord strongly advocated St. Louis as 
the logical location for the plant. 

He was made manager of the St. 
Louis plant when it was opened in Sep- 
tember, 1923, and has held that position 
until his recent resignation. It is un- 
derstood that Lord has no immeiliate 
plans for the future but no statement 
could be obtained due to his absence 
from the city. 









































funera 






“Phe 


_ Prag 
IS proc 
somet 
grain 
tures 
great 
snake 
shoes 
shoemd 
tell ond 































for 


' the 

the 
foot- 
hths. 


10n 
Lord, 
iting 
pora- 
. the 


ap- 
h the 
later 


May 26, 1928 


BOOT AND SHOE RECORDER 








A Gain Is Good News 


CENTRAL SHOE COMPANY 


A 


their Twelfth Consecutive 
Monthly Gain in Shipments 


$1,140,865.41 
A Gain of 318,866 


Pairs 
Shipped to the Retail Trade 


Since this advertisement, three col- 
umns wide, by four inches deep, ap- 
peared in fifty-two leading metropoli- 
tan newspapers throughout the coun- 
try, the Central Shoe Company has 
started on its thirteenth month of con- 
secutive gain. Approximately $100,000 
more shoes were sold in the first two 
weeks of the new season. 


Chicago Travelers Plan 
Past Presidents’ Night 


CuHIcaGo, ILL.—The Chicago Asso- 
ciation of Shoe Travelers will honor its 
past presidents on the evening of June 
29 by a dinner and reception to be held 
at the Elks Club, the affair to be 
known as Past Presidents’ Night. 

Ed. Tanner, one of the newer mem- 
bers of the Chicago organization, but 
formerly active in the Southern Shoe 
Travelers’ Association at Los Angeles, 
has charge of the program and has 
promised an evening of rich entertain- 
ment. 

Sam Solomon will officiate as toast- 
master. 


Henry Eldridge Dead 


ROCHESTER, N. Y. (UTPS)—Henry 
Eldridge, for fifty-nine years connected 
with the United Shoe Machinery Com- 
pany and its predecessor, died at his 
home here Monday, May 7, aged 83. 
He was one of the pioneers in the shoe 
machinery manufacturing industry, 
placing many of the first products of 
the United in some of the largest plants 
in the country. 

He was born in Turner, Maine, in 
1845, and began work with the prede- 
cessor of the United Shoe Machinery 
Company in 1869, continuing with the 
organization when it was taken over 
by the United. He came to Rochester 
in 1892 when the United opened an 
office here and has been a resident of 
this city ever since. 

He was prominent in local social and 
fraternal organizations and local shoe 
circles. Many representatives of the 
Rochester shoe industry attended his 
funeral on Thursday. 


“Photo” Leather the Latest 


_ Peasopy, Mass.—Essex Tanning Co. 
Is producing “Photo” leather, which is 
something new, for the color and the 
grain of snake, lizards and like crea- 
tures is reproduced on leather with 
great fidelity. Shoes made of “photo” 
snake leather have been placed beside 
shoes of genuine snake leather and 
shoemakers have found it difficult to 
tell one from the other. 





Meeting Held by Cut 
Sole Trade Association 


Boston, Mass.—Henry B. Bryan of 
England, Walton Co. presided over a 
smoke talk of the Boston Cut Sole 
Trade Association at the New England 
Shoe & Leather Association Wednes- 
day evening, May 16. About 100 at- 
tended. 

Fraser M. Moffat, president of the 
Tanners’ Council, and Col. Harold S. 
Wonson of the International Shoe Co. 
were the speakers. Thomas F. Ander- 
son, secretary of the New England 
Shoe & Leather Association, provided 
re-prints of addresses by Mr. Moffat 
and Colonel Wonson, so everybody pres- 
ent took home a printed statement of 
facts and figures relating to the pres- 
ent state of the trade. Summaries of 
these re-prints have already been pub- 
lished in the RECORDER. They present 
the familiar story of scarcity and ris- 
ing prices of leather. 

‘Colonel Wonson estimated that at 
least 50 per cent of the shoes have 
substitutes for leather in them, such 
as counters of fiber. He also figured 
that 50 per cent of the women’s shoes 
are of patent leather. 

Mr. Moffat, in reply to a question, 
declined to take a position in regard 
to the tariff, leaving it for the future 
to determine if the trade shall ask for 
protective duties. 


Big “K” Will Continue 
to Make Stitchdowns 


CINCINNATI, OHI0O—Recent publica- 
tion of the decision of the Big “K” 
Shoe Company to engage in the manu- 
facture of welt shoes has given rise to 
a rumor that the manufacture of 
stitchdowns is to be discontinued. This 
is not the case. Plans of the company 
eall for the addition of men’s and 
growing girls’ welt footwear and the 
continuation of the manufacture of 
stitchdowns, as in the past. 


A. P. Starratt Dead 


BROCKTON, Mass.—Arthur P. Star- 
ratt, for more than 45 years an execu- 
tive of the W. L. Douglas Shoe Co., 
and for the greater part of that time in 
charge of its stitching rooms, died at his 
home in Elmwood, May 14, after a long 
period of failing health, He was in 
his 76th year. Since his retirement 
from active work a few years ago he 
had been making his home on a small 
farm. Besides his wife he leaves two 
daughters and a son. He was a mem- 
ber of many fraternal organizations. 











Harney’s Incorporate 


LYNN, Mass.—Harney Shoes, Inc., 
has been incorporated with a capital of 
$100,000 to take over and carry.on the 
business of the Harney Shoe Co., mak- 
ers of women’s novelty shoes, on Har- 
rison Court, Lynn. The Harneys are 
one of the oldest shoemaking families 
of Lynn. Arthur and Charles Harney 
and Charles Pinkham head the new 
corporation. Mr. Pinkham will direct 
the merchandising. 
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WHERE TO BUY 
Men’s Shoes 
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BOSTONIANS 


SHOES FOR MEN 
COMMONWEALTH SHOE & LEATHER Co. 














HAND TAILORED 
: HAND LASTED 


BION F-REYNoLDs Coma 
BROCKTON, MA S$. 
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WHERE TO BUY 
Slipper Supplies 
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POMPOMS AND ROSETTES 
The right merchandise at the right price. 
Samples sent on request. 
HY-GRADE SLIPPER SUPPLY CO. 
693 Broadway New York City 














WHERE TO BUY 
Standard Shoe Materials 


8 8 





The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish 


CREESE & COOK CO. 
Tanneries at Danversport, 95 South St., Beston, Mass. 


est Virginia 


Used for many years by some of 
the largest shoe manufacturers. 
Pulp Product Department 
West Virginia Pulp & Paper Company 
Detroit New York Chicago 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 








Two Strap Sandal 


C, D & E—2%-9 







In Stock 
No, 3-2 at $2.35 
MORAN-HERMANN- 
McMANUS. INC. 
Auburn, Maine 











‘Df the Better Grade 
For the Better Trade 








PARISTYLE FOOTWEAR | MFG. CO., INC 


non and Sal 


“TURN Mi yRSA 
HIGH I GRADE: TURN MULES . A. Do YS 
Satins, Kids, Brocades and Fancy Patterns 


$27.00 per doz. and up 4 


Men's Mi Leather Leather House Slippers 
aaa _| — Operas 


Golden Brown Kid 
—* Iren Sole — 











ba on 
request 















Send samples. 
MOTH & ROSEN BEKG SHOE CO. 
124 N. 3rd St., Philadelphia 













IN STOCK 
Genuine kid 
turn 


$1.10—5% 
10 Days 
Case Lots 
WM. SUMNER SMITH 
325 W. Monroe 


Chicago, Ill. 














WHERE TO BUY 


Store Fixtures 


WINDOW 
FIX FURES 


GOcD 





Nitchy Made Manager 
of St. Louis E-J Plant 


St. Louis, Mo—F. F. Nitchy has 
been appointed manager of the St. 
Louis Endicott-Johnson plant and has 
already assumed his new duties, having 
arrived in St. Louis on May 17. 

Nitchy occupied the position of sales- 
manager with the company at Endi- 
cott, N. Y., and was promoted to his 
present position after a successful as- 
sociation with the company for a num- 
ber of years. Nitchy was at one time 
in charge of the St. Louis sales office 
and later occupied a similar position 
in Chicago where the company has one 
of its largest offices. 

Later he was called to the home of- 
fice in Endicott where he became sales- 
manager for the company. Here he 
created a record of developing in- 
creased sales and unusual ability in 
handling the sales force. 





Brown Shows Good 
Six Months’ Record 


St. Louis, Mo.—Brown Shoe Com- 
pany has just released its statement 
for the first six months of the fiscal 
year. The net sales for this period was 
$15,554,899.54, an increase over the 
same period of a year ago of approxi- 
mately $1,250,000. The net profit on 
the sales exclusive of income taxes was 
$662,897.15. ‘The common stock and 
surplus account is shown as of the 
period just ending as $9,800,916.22. 
Finished merchandise was listed at 
$4,594,514.75, and raw and in process 
material and supplies as $3,204,701.06. 





E. E. Bird Is Dead 


Boston, Mass.—E. Everett Bird, 
manager of the Boston branch of the 
Davis Leather Co., Ltd., died at his 
home, 5 Chester Street, Newton High- 
lands, Mass., on Wednesday, May 16, 
after an illness of several years. He 
was 67 years of age. Mr. Bird 
began his business career about 
50 years ago. He was affiliated with 
Wm. Quirin Co., and later with Day & 
Wilcox, and the Hermann Zohrlaut 
Leather Co.; his last connection was 
with the Davis Leather Co., Ltd., his 
work as manager being continued dur- 
ing his long illness by W. R. Pillsbury 
and M. T. Tevlin, who will continue as 
joint Boston branch managers. Mr. 
Bird was a native of Dorchester, al- 
though he had resided in Newton High- 
lands for half a century. He was a 
member of the Masonic order. He 
leaves a wife, Gertrude A. Bird, a 
daughter, Louise Bird Thoma of West 
Newton, and a brother, Jesse W. Bird, 
of this city. 


14,000 Wood Heels Daily 


Lynn, Mass.—The Shoe City Wood 
Heel Co. has started at 192 Broad 
Street to make 14,000 pairs of wood 
heels daily. Abraham Sabelman, 
founder of the firm, is giving all his 
time to merchandising. W. Nordwind 
has become production manager. He 
studied in the technical schools of 
Europe. 








Big Hide Shipment 


Boston, Mass.—Boston, on May 1), 
received the largest cargo of hides ever 
shipped to this city from South Amer. 
ica. They were brought by the Ameri- 
can Republic Lines’ steamer “West 
Calumb” from Buenos Aires, Monte. 
video and Santos, and included 105,331 
green-salted hides, 183 casks of pickled 
skins and a quantity of baled hides, 
The steamship also brought 6000 bags 
of quebracho. Boston for generations 
has ranked as one of the leading hide 
importing cities in the world. 


Fall Footwear Heavily 
Sampled in Haverhill 


HAVERHILL, Mass.—Local shoe pro- 
duction has slackened but heavy sampl- 
ing of Fall merchandise has developed. 

The local shoe men are trying to 
build up immediate business on whites 
and sports and a few are busy, but the 
industry as a whole is not active. 

The new browns in kid and calf 
leathers are showing up strongly in 
the Fall and Winter lines. Black pa- 
tent and black kid will continue to hold 
their important place. The Brooklyn 
style show is now claiming the attention 
of local stylists who are following the 
market movements and style trend with 
keen interest. There is not at present 
any indication of radical style change. 
Straps, gores, oxfords and plain pumps 
run together in all the major lines. 








Brockton Reports Big 
Gain in Shipments 


BROCKTON, Mass.—Reflecting the con- 
tinued improvement in the shoe busi- 
ness at this center, shoe shipments for 
the first four months of this year 
totaled 149,725 as compared with 124,- 
411 last year, representing a gain of 
more than 25,000 cases. 

Shipments for the month of April 
totaled 42,302 as compared with 32,173 
cases a year ago, making a gain of 
more than 10,000 cases. 

Work in some of the shops is slack- 
ening, while in others work has been 
started in good volume on Summer 
shoes. At least four concerns have 
considerably increased production as 
a result of work on new grades or new 
types of shoes. 


Mrs. J. H. Cross Dead 


Boston, Mass.—Nellie M. Cross, wife 
of John H. Cross, well-known shoe 
manufacturer, died at her residence in 
Brookline, Mass., on Sunday, May 13, 
after a protracted illness. She was 
buried from St. Peter’s Episcopal 
Church, Beverly, on Tuesday, May 15. 
She is survived by her husband and 
daughter, Frances, who is connected 
with Thayer McNeil Company of Bos- 
ton, Mass. 


J. G. Holters on Vacation 


CINCINNATI, OHIO—Golf and_horse- 
back riding has lured John G. Holters, 
President of United States Shoe Com- 
pan to White Sulphur Springs, 

W. Va., for a vacation. Several mem- 
ot of The Commonwealth Club of 
Cincinnati, of which Mr. Holters is 4 
member, will be present for the sports. 
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Tanners Study Production 
Hold General Conference at White Sulphur Springs 


In three day convention the Tan- 
ners’ Council of America met this week 
at White Sulphur Springs, Laird H. 
Simons, chairman of the board, presid- 
ing in general meeting, followed by 
group sessions wherein problems of 
distribution were of major discussion. 
The conference was opened by a study 
of trade survey charts and closed by 
the same speaker on the future of the 
leather industry, and on that subject 
Anthony Gaubis said: 

“The principal problems which have 
confronted the leather industry during 
the past few years have been those 
common to practically all lines of busi- 
ness. The more important of these are 
the problems of keeping production in 
line with consumption, and the main- 
taining of prices of the finished product 
in line with the ever-changing — and 
during the past year, in the leather 
industry—rapidly mounting costs. In 
this industry these problems have been 
especially trying; they were difficult to 
combat because of the productive over- 
capacity of the industry on the one 
hand, and the unusually wide variation 
in costs on the other. Under the influ- 
ence of war demands and war prices, 
the tanning industry built up a pro- 
ductive capacity far in excess of its 
normal needs and, what is more impor- 
tant, far in excess of the normal supply 
of its raw materials, which are largely 
a by-product of the meat packing in- 
dustry. 

“The extreme fluctuations in the price 
of raw materials are in themselves a 
trying problem. Some evidence of the 
wide variations of raw material prices 
may be gleaned from the following 
table, which shows the approximate 
range of prices of heavy native steer 





month’s supply. Since it takes approx- 
imately three months to manufacture 
sole leather, one motth’s supply can 
hardly be considered even normal. In 
other words, finished stocks in this par- 
ticular branch of the industry have 
actually been reduced to subnormal lev- 
els. Other branches of the industry 
have paralleled the record of sole 
leather, and for the industry as a whole 
finished stocks are now at approxi- 
mately the lowest point they have 
touched since the war. 

“The deflation of leather inventories 
during the period between 1922 and 
1927 meant that for five consecutive 
years less leather was being produced 
than was being consumed, and since 
there was no accumulation of raw ma- 
terials, it follows that consumption of 
hides in the form of leather was ex- 
ceeding hide production. About a year 
ago it became apparent that leather in- 
ventories were rapidly approaching a 
minimum. This meant, of course, that, 
barring a decline in the demand for 
leather, tanners had to increase their 
purchases of hides. The logical result 
was a sharp advance in hide quotations 
and a sympathetic increase in the prices 
of competitive skins. It was obvious 
that prices had been artificially low 
since the demand for hides and skins 
had been below replacement or ulti- 
mate consumption levels. With an in- 
crease in demand, but with no com- 
pensating increase in production, prices 
naturally had to be adjusted to a 
higher plane. The fact that stocks of 
leather were low enabled the tanner to 
keep his prices in line with costs. There 
was no longer the danger of any indi- 
vidual tanner throwing his product on 
the market for the sake of converting 





1920 1921 1922 1923 1924 1925 1926 1927 
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“It is very cheering to note that nei- 
ther the over-capacity of the tanning 
industry nor the wide fluctuations in 
raw material prices has proved to be 
unsurmountable barriers to the placing 
of the industry on a profitable basis. 
This accomplishment is largely due to 
the fact that the industry has assem- 
bled, through the efforts of the Tan- 
ners’ Council, an enviable set of statis- 
tical data of which it has made intel- 
ligent use. 

“From the available statistical infor- 
mation, tanners were able to ascertain 
just what their limitations were in the 
way of supplies, and also what they 
could expect in the way of demand for 
their product. With this knowledge in 
hand, it was the logical consequent to 
make the necessary adjustments be- 
tween operations and demand. The fig- 
ures will testify as to the successful 
results of that step. For example, 
Where finished stocks of sole leather in 

ands of tanners in 1922 reached the 
high point of 10,600,000 backs, bends 
and sides, or about the equivalent of 
eight months’ normal consumption, at 
the end of March they were down to 

000 pieces, or only about one 
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burdensome inventories into cash for 
the obvious reason that there were no 
burdensome inventories. 

“During this period of inventory de- 
flation domestic production of the prin- 
cipal raw material of the leather indus- 
try—cattle hides—was steadily advan- 
cing. Cattle slaughter, under Federal 
inspection, rose from 8,700,000 head in 
1922 to 10,200,000 in 1926, an increase 
of about 17 per cent in four years. 
Moreover, part of this slaughter was at 
the expense of herds which at the first 
of this year were the lowest for any 
similar period since 1912 and, according 
to the Department of Agriculture, prob- 
ably the second smallest since 1898. 

The rate of cattle slaughter turned 
downward in 1927, and has continued to 
follow a declining trend so far this 
year. The total number of cattle 
slaughtered under Federal inspection 
in 1927 was about 6% per cent smaller 
than in 1926; during the first three 
months of 1928, inspected slaughter 
showed a decline of 9 per cent as 
compared with the corresponding 
1927 period. The Department of 
Agriculture estimates that market sup- 
plies of cattle during 1928 will probably 








WHERE TO BUY 
Slipper Quilting 


ws 








SLIPPER MANUFACTURERS, 
ATTENTION! 


We Do Quilting 


For good workmanship and 
quickest service see 


FENKART & SONS, INC. 
815 22nd Street Union City, N. J 
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WHERE TO BUY 


Shoe Price Ticket Holders 


6 ee 





POLLY CLIP 
For Shoe Price Tickets 
TILTS AT ANY ANGLE 
, meat, everlasting. Now used by 
lase shoe stores. Gross $5. Half 
. Check with trial order. 
if MERE 
M. D. POLLINGER CO. 
416 Victoria Bidg., St. Louis, Me. 
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WHERE TO BUY 
Ballet Slippers 
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Im Stock Black Bal- 
let Slippers 

Ladies’ e 
Misses’ $1.20 pr. 
Childs’ 1.15 pr. 

BLOG SHOE CoO., INC. 
147 Duane St., 
New York, N. Y. 











BALLET SLIPPERS—IN STOCK 
of the unusual kind 
Bi02 Bik. Kid Hand Tura 
Seft Tee 

Child’s 6 te ti—$1.35 
Misses 11% te 2— 1.40 

omen's ‘ 

Alse Hard Tess 

SCHWARTZ & HERDER, Inc. 











Spoctaliats im Ballet Manufacture 
1 No. 11th St.. Philadelphia, Pa. 








BALLET SLIPPERS 
Made on Right and Left Lasts 


Wom. Miss. Childs 
No. 600 Black Kid..1.45 1.40 1.35 
Ne. 604 White Kid..1.75 1.70 1.65 
Coast Prices Slightly 
BROOKS SHOE 


MFG. CO. 
1725 No. 6th St. 
Los Angeles—1162 So. Hill 8 
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WHERE TO BUY 


Women’s Novelties 











Midnight Blue Kid- 
skin at $2.80 net. 
Midnight Blue is the 
present style craze. We 
use nothing but genuine 

kids Write for 










specialties. 
Samuel Cohen 
hoe e 
72 Lineoin St., 
Beston, Mass. 











, Pop Prices 
ee in Stock. - 
143 DUANE St-NEW WORK CITY] 
Leave it to Louis 
Halpern for Style 


and Price on 


Women’s Novelty 
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WHERE TO BUY 
Shoe Buckles 
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CUT STEEL— 

E IMITATION STEEL E 

\ BEADED f 
SHOE BUCKLES 

T «a @H vein, inc 2 
WW 9-11 cas an few York 








CUT STEEL 
BEADED-RHINESTONE 
“Decidedly Different” 
Importers 


MAISON MANN, INC. 
formerly 






BAUER & MANN 
3 West 29th St., New York 





Trirart & De ALTERIIS 


Importers and Manufacturers 
CUT STEEL v7 BEADED 


RHINESTONE 
SHOE ORNAMENTS 


- West 37th Street 
me » » York City < 





DO YOU KNOW? 


That you can buy or sell it through 
the “Where to Buy” columns. 

feature in its quick service is a time 
saver in meeting immediate needs. 














be 6 per cent to 10 per cent smaller 
than in 1927. Calf slaughter has also 
been declining during the past year. 

“The strong inventory position of the 
leather industry, the fact that for five 
years purchases of hides were below 
an ultimate consumption basis, and the 
declining trend of hide production 
within the past twelve months (and 
the prospect of a continued low rate of 
slaughter), all point to the conclusion 
that hide prices are definitely estab- 
lished on a new level. The only con- 
ceivable source of relief would be in- 
creased importations, but since Euro- 
pean nations are in a position exactly 
comparable to ours, we are likely to 
receive some rather stiff competition in 
foreign hide markets if we try to in- 
crease our share of foreign hides at 
their expense. The 1928 prospect is, 
therefore, clearly for higher rather 
than lower raw material prices; and 
with the present leather inventory sit- 
uation, there is little question but that 
tanners will be able to keep prices of 
leather in line with any changes in raw 
material costs.” 


Stanger Enlarges Service 


NEW YoRK, N. 
Y—Herman 
Stanger, who is 
widely known to 
the shoe trade in 
the East as head 
of Stanger Shoe 
Illustrations, 110 
West 34th Street, 
New York, has 
just enlarged his 
service scope to 
include reproduc- 
tions, advertising 
posters featuring 
shoes, engravings, 
mats and similar advertising matter. 

For many years, Mr. Stanger has 
enjoyed a high reputation as a shoe 
illustrator, serving the finest accounts 
in both the manufacturing and retail 
fields, and because of the many re- 
quests from his clientele for a more 
complete service, he has added facili- 
ties whereby he can render prompt 
delivery to manufacturers and mer- 
chants anywhere of any desired shoe 
sketches and cuts of this work for ad- 
vertising use. 

The Stanger organization is now de- 
veloping a special department for cata- 
log work in true colors. Quite a few 
of the country’s largest operators reg- 
ularly send quantities of shoes to the 
New York Studio, for exact reproduc- 
tion in color and detail for their cata- 
logs. Where printers, lithographers or 
advertising agencies handle the repro- 
duction and printing work direct, the 
Stanger Studio cooperates closely in 
illustrating the shoe specially to meet 
the reproduction idea, such as for roto- 
gravure, and other methods of printing. 





Herman Stanger 





Selby Co. to Rebuild 
Section of Shoe Plant 


PortsMoUTH, OHIO (UTPS)—Direc- 
tors of the Selby Shoe Co., at a lengthy 
meeting May 16, decided to go ahead 
with the plans for rebuilding the large 
section of the factory building facing 
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WHERE TO BUY 
Children’s Shoes 
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“ELAM” 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 


ROCHESTER, N. Y. 
Boston Office: Statler Bldg., Room 532 

















Where Small Ads 
Bring Big Returns 


[CONTINUED FROM PAGE 57] 


ment must reflect the smartness of the 
particular type of shoe there displayed. 

For instance, the alligator shoe ad- 
vertisement has a border effect dis- 
tinctly after the pattern of the shoe. 
It cannot be mistaken. It carries with 
it the proper setting. 

The new “Larno” advertisement is 
distinct in appearance from that of the 
alligator but it is different because it is 
featuring an entirely different shoe— 
the patent. The solid heavy black bor- 
der broken by a few white lines which 
add interest, thus becomes appropriate. 
Again the idea of smartness is carried 
out in this border idea. The triangular 
futuristic atmosphere is decidedly fit- 
ting. 

But, More is not content to rest on 
the stationary type. In the “Trend of 
Fashion Whirls to Suede” advertise- 
ment, the whirl idea was carried into 
the art work around the shoe. 

These are but three examples of the 
More advertising. They serve to show 
how each advertisement is a single 
unit, how each part of the ad is a con- 
tributing factor in building up the 
proper atmosphere for the particular 
shoe featured. 


Seventh Street between Findlay and 
John Streets. This improvement has 
been contemplated for some time but 
no decision has been made as to when 
the work would start. Now it is 
planned to start immediately and bids 
will be asked for at once and the con- 
tract awarded within 10 days or two 
weeks. 

The directors of the shoe company 
hope to have everything in readiness 
for the active construction work t 
start late in July. The new structure 
will be five stories high, of fireproof 
construction and similar in architec 
ture to the new factory plant recently 
erected on Findlay Street. It will re 
place what are commonly known 4 
Buildings two, three and four. 

These old buildings which have bee 
in use for a number of years, are three 
stories high. The new structure wi! 
have a frontage of 165 feet on Seventh 
Street, with wing construction to carty 
it back of the alleyway. 
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Cushion Heel makes the heel 

LIGHT, the edges TIGHT without 

cement, the tread FLAT, and 

allows the nails to be counter- 
sunk out of sight. 


THE 
MODERN 
HEEL 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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POSITIONS WANTED 
4c per word. 

LINES WANTED 

ALL OTHERS 


ALL DISPLAY SPACE 





Minimum Charge 75c. 
4c per word. Minimum charge 75c. 
7c. per word. Minimum Charge $1.25 


Five dollars per inch. Allow 45 words to an inch 


Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 
When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 

Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 

















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 











Open Including Mid-West. 


BROOKLYN TURN FACTORY 


Has Opening for Several First Class Salesmen—Several Territories 


Write PHILIP KOCH, 504 Columbus Ave., New York City, N. Y. 


























Salesmen Wanted 


We have several good territories including 
some in the Mississippi Valley open for 
salesmen with experience and an estab- 
lished trade who want profitable, perman- 
ent connections. Ours is a fast selling 
line of Women’s Novelty McKays carried 
in-stock. Good opportunities for live wire 
salesmen and real money for a_ hard 
worker. Line sold on liberal commission 
basis. Address 


Shu-Stiles, Incorporated 


1330 Washington Avenue 
Saint Louis, Missouri 




















W ANTED—Experienced salesmen in States 
west of Pennsylvania, to carry as side line, 
medium grade Children’s and Misses’ genuine 
Goodyear Welts. State experience and territory 
desired in first letter. Address D-482, care 
Boot and Shoe Recorder, 207 South St., Boston, 
ass. 


STITCHDOWN SHOE 
FACTORY 


in East desires to develop States of 
Mississippi, Louisiana, Kentucky, 
Kansas, Nebraska, Minnesota, 
North and South Dakota, Wis- 
consin, Western New York State 
and Virginia. Straight Commis- 
sion basis. Address D-486, care 
Boot & Shoe Recorder, 207 South 
St., Boston, Mass. 











S ALESMEN—Are you making enough money 

on your side line? We have a splendid 
proposition for the right men. If you have 
either an office in a central city, or travel by 
auto, command a good clientele, our line of 
novelty slippers for men, women and children, 
soft and hard soles, will make big money for 
you. Styles and prices sell them on sight. We 
pay good commissions and credit you with all 
re-orders. State full particulars in first letter. 
telling all about yourself, references, other lines 
carried, and exact territory you cover. Address 
D-502, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 








ALESMAN WANTED—Desire to secure 

immediately the services of a high class sales- 
man traveling by auto, who is familiar with the 
shoe accounts in the States of Kansas and 
Missouri, to carry exclusively our extensively 
advertised line of Hapytoz children’s shoes. 
We are manufacturers and maintain complete 
IN STOCK department, and pay highest rate 
of commission with drawing account. We have 
large volume of trade established in this terri- 
tory. Exceptional opportunity. References re- 
quired. W. C. Goodger, Inc., Rochester, N. Y. 


HOLESALE SALESMAN WANTED — 

We have some open territories for men 
acquainted with dealers to sell popular priced 
women’s arch support shoes, backed by national 
advertising. Can be carried as a side line in 
some sections. Address D-508, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 








IDE line salesmen wanted. Line of leather 
and satin soft sole slippers, all territories 
open, state line now carrying also references. 
mmission basis. Address D-510, care Boot 
= Shoe Recorder, 207 South St., Boston, 
‘ass. 





SALESMAN to handle a medium grade line 

of Men’s Turn slippers, Women’s Turn 

Mules and D’Orsays. Boudoirs and Ballets to 

nee trade. John E. McNamara, Haverhill, 
ass. 


ALESMAN WANTED: We have an opening 

in several states for a side line salesman, 
carrying our line consisting of a general line 
of shoe novelties and spats. Applicants must 
submit references with their first letter. Ad- 
dress D-503, care Boot and Shoe Recorder, 
189 W. ‘Madison St., Chicago, III. 


COMMERCIAL SALESMEN :—Bond house 
with headquarters in Chicago are doing busi- 
ness throughout the Middle est in represent- 
ing General Market Bends, including Railroad, 
Public Utility, Industrial and Foreign Bonds, 
desires to add four men to its sales organization. 
Previous experience in the Bond business not 
necessary. This opening, however, offers Un- 
usual Opportunity to a Commercial Salesman, 
between 30 and 45 years of age, who desires to 
change his line in order to broaden his oppor- 
tunities and increase his earning capacity. Reply 
stating age, present position and selling exper- 
ence in detail. Replies held in strict confidence. 
Address D-511, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 
E.XPERIENCED Shoe Salesmen to call on the 
retail trade in Ohio and Indiana. Address 
D-506, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 
SALESMEN WANTED—Short pretty side 
line, Turn, First Steps, all in stock. Seven 
per cent. References first letter. Schuylkill 
Shoe Co., Orwigsburg, Pa. 











ARE OPPORTUNITY—We are changing 
representatives in the following states in 


which we have established trade: Ohio, Ar. 
kansas, Missouri, Indiana, Tennessee, New 
York state. Want men to carry our line of 
In-Stock leather house slippers as side line. Must 
live on territory and cover same close by auto, 
Give full particulars in first letter. No drawing 
account. Weekly settlements against orders 
received. Twenty men now successfully sell 
ing line. Easiest selling commodity in shoe 
game today. Maid-Rite Corp. (Manufacturers) 


35 York St., Brooklyn, New York. 


DESIRABLE territory open for Salesmen to 





carry our line of Infants’ and Chil:lren’s 
Turn and Stitchdown Shoes as a side line. 
We pay highest rate of Commission and carry 
all our Shoes on the floor, for those with estab- 
lished trade we have a good proposition. [all 
Samples now ready. Write giving full particu- 
lars as to territory, line carried, etc., to Staud 


Shoe Corporation, Rochester, N. Y. 








POSITION WANTED 


OSITION WANTED: Have had ten years’ 

experience in ladies’ popular and high priced 
shoes. Past five years as manager of deypart- 
ment doing $150,000 yearly. Capable of han- 
dling successfully the Layiag and executive end 
of any shoe store or department. Can furnish 
best of reference from former employer. Ad 
dress D-494, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





OSITION WANTED: As manager or as- 

sistant manager of retail store. Seven years’ 
retail experience. Age 29, well educated. 
Married. Will travel or consider any shoe 
proposition with future. Address D-495, care 
Boot and Shoe Recorder, 207 South St, 
Roston, Mass. 





ITUATION WANTED by a live Shoe man 

as manager of Shoe Store. Ten years’ ex 
perience. Can furnish good references. Ad 
dress D-504, care Boot and Shoe Recorder, 2 
South St., Boston, Mass. 





SALES POSITION—Shoes—Leather or find 
ings line. Ten years’ experience slice an 
tannery trade. Married. Twenty-eight. De 
sires Eastern territory. Best references 
Drawing accounts or salary. Address 1)-512, 
care Boot and Shoe Recorder, 207 South St. 
Boston, Mass. 











LINE WANTED 


ANTED—SHOE LINE FOR GEORGIA 
EXCELLENT REFERENCE. RUFUS 
GARDNER, MACON, GEORGIA. 


ALESMAN, having sold high grade chil 
dren’s shoes to the best accounts in (ireater 
New York, is interested in obtaining « line of 
children’s welts. Address D-514, care Boot and 
Shoe Recorder, 239 W. 39h St., New York, 











WANTED—WOMEN NOVELTY _ SHOES 
ON CONSIGNMENT. EXCELLENT. 
STORE. RUFUS GARDNER, MACON, GA. 
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WANTED TO PURCHASE 


MERCHANT NEEDS 











Factory Executive 


An internationally known manu- 
facturer of Rubber Products re- 
quires the services of an experi- 
enced Footwear man. An excep- 
tionally fine future is assured a 
man who is fully competent to 
superintend the Designing, Devel- 
opment, and Production of high 
grade Rubber and Canvas Foot- 
wear, 


Please give age, brief personal and 
business history and state quali- 
fications for this position in letter 
addressed to D-498, care Boot and 
Shoe Recorder, 239 W. 39th St., 
New York, N. Y. 


Sell Us Your Left Over 


New York Export Purcuasinc Corp. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 




















ONG-ESTABLISHED Men’s Store in New 

York State is arranging to add a Men’s 
Shoe Department and requires the services of a 
capable manager accustomed to handling high 
class Merchandise and people. Address in 
confidence, stating age, experience and salary 
expected. Address D-509, care Boot and Shoe 
Recorder, 239 W. 39th St., New York City, 
N.Y 





It would be worth your while to get in 
touch with us before you sell any of 
your SURPLUS and DISCONTINUED 
LIN as we have an extensive export 
and domestic outlet for almost anything 
in footwear. 


KIRSCH-BLACHER CO., Inc. 


624 Broadway, New York, N. Y. 














MERCHANT NEEDS 














FOR RENT 











Department Store 


Best location in city of 25,000 in North- 
eastern Kansas on Missouri River. De- 
sires to rent space for ladies’ and chil- 
dren's shoe department. 

for department or chain. . 
care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 




















STORE for rent right next to Woolworth’s 
5-10-25 Cent Store, Suitable for chain shoe 
store. We have two chain shoe stores in Golds- 
boro, N. C.; Merritts and Kinneys; N. J. Ed- 
wards, Goldsboro, N. C. 





ATTENTION SHOE MERCHANT—A real 
opportunity for a responsible Retailer of 
Women’s Shoes to obtain space in a progressive 
Dry Goods and Ready-to-Wear Store. Best 
Location—Best Retail City in the Southwest. 
The Kaufman Store, Enid, Oklahoma. 





IR LEASE: Established Shoe Department 
in Department Store. Population 28,000. 
One hundred per cent location. First Floor 
Space; Flat Rent or Percentage. Gill & Sons 
Company, Sioux Falls, South Dakota. 








FOR SALE 





FOR SALE 


Best established Shoe Store in the wonderful 
Rio Grande Valley in the fastest growing 
citrus fruit section of the United States. 
Population 22,000 and draws trade from fif- 
teen nearby towns. Health 

sell For further particulars write " 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





R SALE—A high grade shoe store in 
central Wisconsin. Town of 13,000. Ex- 
cellent location. * Established over 20 years. 
Exceptional opportunity for the right man. 
Address D-505, care Boot and Shoe Recorder. 
207 South St., Boston, Mass. 





OR SALE: Floor case, L shaped; also Grand 
Rapids sectional hosiery and findings wall 
cases. C.J. om 338 South Salina St., 

















Milbradt 
Ladders 


Made for 40 years 
by the original in- 
ventors. 


Made in all styles 
to suit any shelving 
conditions. 


Get our price before 
placing your order 


Milbradt 
Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 








CAHILL BOX MARKER 


(Copyrighted) 


A VERY EFFECTIVE 
MACHINE 


For printing the stock number, 
description, size and width and 
selling price of the shoes on the 
carton or the index card for the 


Cahill carton. 
PRICE, $4.00 


Mailed on Approval 





























THE big H-W line of shoe store 
chairs covers all seating 
needs. The type of chair, shown 
above, will deliver satisfactory 
service over a period of many 


Investigate our free 
seating service. 


years. 


Baltimore, Md.; Boston, Mass.; Buffalo, 
N. Y.; Chicago, Ill.; Kansas City, Mo.; 
Los Anges. Calif.; New York, N.Y.; 
elphia,Pa.; St.Louis,Mo.; Port- 
.» Oregon; San Francisco, Calif. 














BOOT’ AND SHOE RECORDER 








MERCHANT NEEDS 





7 


Display x 


“IN WOOD ONLY, BUT IN MANY PERIODS < 
Your Winvow Trims 


hu OSCAR ONKEN c 
Fixtures of Quality 


good business move to look 
nd see if a new 


complete sets for Shoes, Women’s 
Feat Gk 60 to pases Der set ih” wn ic 
effective results “"be had as illustrated 
above for immediate ¢ “and season’s 
| of interest te the Display Man 
Asx ror Spsciat Boox B-11 
- SPECIAL FIXTURES MADE FOR ADVERTISING 


One of the Two Best Lines Made 
CINCINNATI, O. 
a ee ee 


EE 











OSTABLISHED 1390 


LABELS 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


¥69-27) LEXINGTON AVE.. BRODKLY. ¥ 
AMERICA’S GREATEST 
SHOE CARTON & LABEL MPGS 





Woman Made Director of 
Haverhill Association 


HAVERHILL, Mass.—The Haverhill 
Shoe Manufacturers’ Association has 
named a woman to its directorate in 
the person of Miss Etta Kimel, of the 
Kimel Shoe Co., and a very successful 
shoe manufacturer and executive. 

The new directorate is composed, be- 
sides Miss Kimel, of Henry C. Rickard 
of the Rickard Shoe Co.; Arthur W. 
Bradley of the Model Shoe Co.; Alex- 
ander H. Stein of Hirshberg & Stein; 
Henry C. Stillman of the Gerber Shoe 
Co., and William J. Briscoe of the Slip- 
per City Shoe Co. Miss Kimel is the 
first woman ever to serve the Manufac- 
turers’ Association in the capacity of 
a director. 








Fair Business Booked 
in Boston Market 


Boston, Mass.—Orders for shoes 
from manufacturers are being received 
in fair volume, especially in footwear 
to retal at $4, $5 and $6. Factory heads 
state that they find the demand for 
women’s shoes definitely divided be- 
tween an orthopedic type, with high- 
style uppers, and an all-style type. 
There are many black and white effects 
and browns in various leathers, with 
python the much-wanted shoe material 
in the models to retail at $6 and up. 

Many fabric shoes are being sampled, 
and new light weight effects in sole 
construction are being offered. Black 
patent leathers in tie and other pat- 
terns, with genuine snake, genuine liz- 
ard, and kid trims, are in country-wide 
demand; alligator models are attaining 
a new popularity. 

Heels are maintaining heights of 
18/8 to 21/8’s, and are also being built 
in large numbers on the 14/8 and 15/8 
numbers. There are many woven 
sandals being sold for immediate deliv- 
ery in black and white, blue and white 
and red and white combinations; some 
of these models have leather soles and 
some crepe soles; old ivory kid and 
suede and all white calf and suede in 
an oyster white shade are noted on 
some of the dress sport numbers. Wov- 
en sandals are gaining in popularity. 
Suede leathers have sold in big volume; 
black kid has become more active dur- 
ing the past few weeks; blue kid is 
being bought liberally and new shades 
for Fall are being generously sampled. 


Clean-up Campaign 
Started in Ohio 


CoLuMBus, OHIO (UTPS)—That re- 
tail merchants, especially in the vari- 
ous towns and smaller cities of the 
country, should have the sidewalks and 
streets cleaned up for the heavy Sun- 
day traffic is the advice sent out by the 
Ohio Council of Retail Merchants, of 
which George V. Sheridan is execu- 
tive director. In a recent bulletin Mr. 
Sheridan calls attention to the fact 
that many of the smaller cities and 
towns are not careful of this detail, 
which is a good business plan for the 
downtown section of any municipality. 
The members of the Ohio Valley Re- 
tail Shoe Dealers’ Association, which is 
affiliated with the Ohio Council, are 
especially cautioned to look after this 
detail. 

It is pointed out that pedestrian 
traffic in the towns and cities on Sun- 
days is especially heavy, as well as a 
big increase in vehicular traffic is 
noted. 

In Steubenville, Ohio, the city ad- 
ministration has arranged with down- 
town merchants for a thorough clean- 
up every Saturday night or early Sun- 
day morning. The store owners do 
their part by cleaning the sidewalks 
and the city cleans the streets. 

Mr. Sheridan believes that the above 
advice is particularly applicable in the 
smaller cities and towns where busi- 
ness houses are opened on Saturday 
night. The cleaning up process adds 
considerable to the general appearance 
and consequently to the advertising 
value of show windows. 
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MERCHANT NEEDS 
Artistic 
Price and Sale 
Tickets 


something new. 





Always 
Samples mailed free on re- 
quest. State if large or 
small ticket is wanted and 


the color. 


Emil Rublack 
140-142 West Broadway 
Established 1903 New York 

















DISPLAY FIXTURES 


made by 
SEGALLE SONS 


923 ARCH ST. 
PHILADELPHIA, PA. 











N. B. & S. M. A. Offices 
Moved 


NEw YorK, N. Y.—The offices of the 
National Boot and Shoe Manufacturers 
Association have been moved to new 
and larger quarters in the Canadian 
Pacific Building, Madison Avenue, in 
which they have been located since 
their removal from Rochester to New 
York several years ago. The new o- 
fices are on the same floor, but are 
much larger. Three rooms are in- 
cluded in the suite and new furnish- 
ings are being installed. The suite 
number is 1202. 


On Trip to Coast 


CINCINNATI, OHIO—Phil H. Green, 
well known representative of the 
Charles Meis Shoe Company is on his 
way to the convention at Los Angeles. 
He will be stopping at the Biltmore 
Hotel where he will show one of the 
newest lines of fashionable corrective 
seeerene, including a great many new 
asts. 
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. . : Png Mae, 
» why . _~ >. we 


Nearly every person who | 
ES enters your store is a pos- 
§ sible purchaser of REPco 
Brushes and Daubers. 


Display Repco Brushes 
and Daubers prominently 








RS and call your customers’ 
oy attention to them. Take 
— advantage of this fine op- 
Fices portunity for additional 
findings profits. Repco Brushes are made in both the stapled and 
ot te wire-drawn types. The wood and bristle stock are the finest obtain- 


» = able, and are equally good in both types, while the wax finish is 
re carefully applied and is lasting. The two types differ only in the 
Pe ™ method of fastening the bristle knots. @,.Rerco Daubers are made 
- | only in the stapled type. Like the brushes, they are made of the 
<= ' | finest stock and finish. 


For ‘ib by Shoe Findings Dealers 


Green, 


‘at + Whtited Shoe Machinery Corporation 


ingeles 
oft J. K. Krieg Company, 39 Warren Street, New York City 
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The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold Right; not only “more” but “right”; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of Tue Boor ann SHoE Recorver 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and leather, 
their production and distribution 
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Next Week 


you will find 


in the 


Boot and Shoe 


Recorder 





a preface to our quarterly 
styles presentation in the issue 
of June 2, why not take a cue from 
Kipling’s quotation that every cub 
reporter has to learn before he can 
write a word of newspaper copy. It 
reads: 


‘ed 


“I keep six honest serving men, 
They taught me all I know; 
Their names are What, and "Why and 


When 
And Sew. and Where and Who.” 
In the June 2 issue expect to find: 


What shoes for fall, 

Why they are selected, 

When they are saleable, 

How much they will cost, 

Where they are style-able, 

And Who will buy them. 

F every shoe bought were tested 

with these six words, stores would 
have fewer “buyer’s delights that 
never meet the public’s money.” In 
testing for fall the smart shoes, ma- 
terials, patterns and colors, we use 
the RECORDER measuring stick, “Di- 
versity is the economic law of sale 
ability to more people in more sizes, 
through more materials on a con- 
stant last and pattern.” 

* * 7 


ASHION’S Work Sheet” for 

September, October and No- 
vember will give those highlights of 
dress that are now known, to indi- 
cate what the volume of shoes at 
retail will be like. The merchant 
reading this summary can see for 
himself how his stock and his orders 
dovetail with possible demand. 





BOOT AND SHOE RECORDER May 26, 1928 











Illustration in oval shows 
cross section of McKa 

sewed shoe filled with 
INVISIBLE MIDDLESOLE 


INVISIBLE 
MIDDLESOLE 














“UNIVERSAL” ( i y 
by Pedigo- Weber Shoe Co. iH 


St. Louis 


STYLE ~BUT NOT STYLE ALONE 


(Our Pedigo-Weber Shoe Company, outstanding manufacturers of 
women’s fine footwear, are using INVISIBLE MIDDLESOLE as a means 


of providing better wearing qualities and greater comfort in their 
STYLE CREATIONS 


additional talking points for your sales people — spe- 


Mr. Shoe Buyer — INVISIBLE MIDDLESOLE will mean 
cify that your manufacturer use it in your next order 


BECKWITH MANUFACTURING COMPANY 
Manufacturers of Uulco “Products 
STATLER BUILDING . BOSTON, MASSACHUSETTS 





